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M-62T Merchandiser panel and complete display stock of 13 Irwin 62T hand brace bits. 
One each of sizes 4, 546, %, 45, 42, He, 3%, Ys, 2%, "Me, Ze, Hg and 1”. Pay only $10.37 for 
display stock of 13 bits and free panel. Retail value of display stock is $15.56. 


Free Irwin Merchandisers 


fit small space, step-up self-serve sales, build bigger volume 


Here is a timely offer that brings you the industry’s first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 
dress-up jacket costs nothing extra. 











Mount either panel with display stock in only 1434” ef space 
—on wall, door, peg board, end of island table. And depend 
that the sturdy all-metal display panels with their handsome 
3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 





“4 M-88 Merchandiserpanel and complete stock of 20 Speedbor 88" 


electric drill bits. Two each of sizes 14, % 4%, %, % and 1”. One 


fe 
each of sizes 55, 4%, %, Ys, Hg and '3(6”. Pay only $10.00 for display 
stock of 20 bits and free panel. Retail value of display stock is $15.00. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 
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List 
Price 


Your Cost 
Each 


Putty Knives % doz. P-13—1%” FV Flexible $ .51 $ .85 
Ye doz. P-13—1%” SV Stiff 45 75 


Wall Scrapers 2 doz. P-13—3” FV Flexible 75 1.25 
Y2 doz. P-13 — 3” SV Stiff 69 1.15 


Broad Knife Y% doz. P-13—5” FV Flexible 1.14 1.90 








Order This NEW A-20 
Display Assortment 
From Your 
Wholesaler Today 






































Shipped complete with A-20 Total list price $32.25 

metal display rack pictured. Coun aeat 19.35 ” 
Height overall 28’. Ship- 

ping weight 1312 Ibs. Your profit $12.90 Yi 


When ordering back-up stock for this unit, use identification 
numbers above to be sure of getting carded knives. 


Red Devil Tools. 


Union, N. J. ° U.S. A. 
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The greater the number of assembly variations, the more valuable to the retailer... the easier for him to adapt 


RN Bie LIT ese 








the fixture to his particular needs. Weber’s new DISPLAYLINE offers the widest number of assembly combinations 


in a self-selling unit. These wall shelving and gondola units are so simple to assemble, | | 


co 


no tools are required. Completely without nuts, bolts, or clips, each unit is 







self-locking. Constructed entirely of steel with back panels and shelves of 
perforated metal. In 8 store-planned colors ...designed particularly for the 
? profit-minded merchant. To see the way to a new “pattern for profit” 


write for free illustrated brochure to: 











WEBER SHOWCASE & FIXTURE CO., INC., 5700 Avalon Blvd., Los Angeles 11. Calif. 
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THE LABEL ON STEEL THAT SELLS. 


GOLDEN GRAIN BONANZA 


Get Your Share! 


HEAVILY PROMOTED \ 
IN SUNSET MAGAZINE U- 
ALL SPRING! ALREADY 
PROVING FAST SELLERS! 


Pa 
ae 


=a Keep fully stocked against 
demand. New Golden Grain Gar- 
den Tools are moving right off 
these racks...and Sunset ads 
are telling your customers to 
look for them in your store! 
Display! Sell these new features: 


Shovel #L-58 


Glant-size rack holds 
72 tools...compactly 
holds the 19 best 
sellers and high 
profit-pullers 


e Rugged, forged steel heads with 
stand-out, golden-tone finish! 

¢ Smooth, grain-hardened ash- 
wood handle guarantees extra 
years of wear! 

e Designed after years of con- 
sumer research—by United 
States Steel! 


For your budget-minded customer, © makes popular Valencia garden 
tools. Stock to meet every pocketbook. Order U.S. Stee/ GOLDEN GRAIN 
and Valencia Garden Tools now from your hardware or nursery jobber. 


UNITED STATES STEEL PRODUCTS 


DIVISION OF 


UNITED STATES STEEL 


5100 Santa Fe Ave., Los Angeles, Calif. - 1849 Oak St., Alameda, Calif. 
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Make it R B&W 
for fasteners 


RELIABLE SUPPLY is assured by acres of warehoused stocks. 
This picture proves too that people everywhere recognize the 
quality in RB&W fasteners, because only good fasteners with 
good reputation can sell in such volume. Cash in on _ this 
acceptance—stock and sell the best-known brand. 


ids Z _ 
INDUSTRY'S BROADEST LINE of high-quality fasteners insures 
customer satisfaction. With RB&W carriage bolts, machine bolts, 
lag bolts and stove bolts, you can fill all orders promptly. And, 
uniformly accurate threading plus uniform strength make for 
easy application, tight holding power. 


112th year 


a 
a 


STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) is fumble-proof, eases handling. Oversized labels 
speed product identification. New packaging is part of RB&W's 
continuing effort to help you increase sales 


HANDY NEW WALL CHART is typical of RB&W sales aids for 
the trade. It has 12 sturdy tabs containing tables of RB&W’'s 
list prices for each type and size of fastener—and space for you 
to write in your selling price per unit of sale for quick, accurate 
reference. 


DISTRIBUTORS 


FROM COAST TO COAST 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 


Rock Falls, Ill.; Los Angeles, Calif. 
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On Tour 


In last month’s issue we ran an article on a tour of stores held 
by the Pacific Southwest Hardware Association. This was a plan- 
ned tour carried out with the help of manufacturers’ representa- 
tives who used actual store locations to show how manufacturers’ 
display units or fixtures looked in action. 


_ The tour was quite successful and the two bus loads of re- 
tailers who went on the tour assured the sponsors that they re- 
ceived much information and help because of it. 


There are more than 8,000 retail hardware stores in the 
Eleven Western States, and it would be rather difficult for the 
owners of all of these stores to go on a group planned tour of 
other stores. However, it seems that this store tour idea would 
ne an excellent one for every retailer even if he has to take it 
alone. 


This tour idea fits right along with store improvement. It 
might be a good idea to plan first to take a tour in your own com- 
munity and not confine it to hardware stores alone. Check the 
supermarkets, check the variety stores, check all other types of 
competition that you may have. Before starting out write down 
many of the things that you want to look for and some of the 
questions you will want to ask from those retailers who will be 
willing to give you the answers. Then extend your tour to other 
communities and probably other towns. 


You can learn a lot by just walking around other stores look- 
ing at their methods of displaying merchandise, checking the type 
of merchandise that they sell and noting all other kinds of details. 
You’ll nrobably be surprised to find out that some things that you 
don’t think are selling well in your store are selling excellently 
in some other outlet. You'll be able to see how much space is de- 
voted to comparable departments in your store. 


You'll find that this tour will give you many ideas that will 
prove profitable when used in your own outlet. 


DON’T PUT GREEN SPOT SPRINKLERS 
WHERE PEOPLE CAN SEE THEM 


. especially Green Spot’s new Oscillat- 
ing Sprinkler. It could start a stampede. 
Just sneak it out when there are only a 
few people in your store. Even then, 
you'll have to be careful. Some custom- 
ers get violent if you serve others first. 

It’s all the fault of our design people 
When they re-styled our Green Spot 
sprinklers last year they did almost too 
good a job. People now find the Green 
Spot line quite irresistible. 

So if you wish to avoid the inconven- 
iences of heavy traffic and rising profits, 
keep Green Spot sprinklers out of sight. 


If you feel reckless, you might put one 
or two of them on your counter. But if 
money-waving customers break it down, 
don’t send us the repair bill. 

There’s going to be some national ad- 
vertising on Green Spot sprinklers. But 
they'll only appear in obscure, little- 
known magazines like the Saturday Eve- 
ning Post, Better Homes & Gardens, 
Time and Sunset. Probably no more than 
30 or 40 million people will see them. 

One of our salesmen may try to talk 
you into using the colorful window and 
counter cards we’ve had made up. And 
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some of our merchandise racks, too. 
Don't commit yourself! 

No matter how many precautions you 
take, a mob of customers will gather in 
front of your store some morning to see 
the Green Spot line. When this happens 
you can do one of two things. Barricade 
the doors and call the police. Or fling 
wide the doors and let the customers in. 
We'd advise the latter. 


Grew Spat. 


OMPAN WATERBURY, CONN 
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‘“BLITZES” WEST COAST 
Lf. TANK BALL THIS SPRING WITH 
| 136 NEWSPAPER ADS"! 


O' 








Big two-column ads—in Sunday Supple- 
ment and daily newspaper sections— 
will bring the Korky story home force- 
fully to over 27 million West Coast pros- 
pects this Spring. Appearing regularly 
in 17 newspapers starting February 9th, 
these hard-selling Korky ads will pro- 
vide a sensational campaign. It’s the 
greatest concentration of tank ball ad- 
vertising in West Coast history—all de- 
signed to skyrocket your sales and 
profits! 

Korky eliminates trouble-causing 
guide arms and lift wires—ends the 
nuisance of leaks, gurgles and COSTLY 
WATER WASTE FOR GOOD! The pat- 
ented Korky principle is so obviously 
superior it has been adopted by one of 














*Korky ads will appear 
regularly in: 



































1. Los Angeles Times the nation’s leading toilet tank makers! 
2. Los Angeles Examiner 
3. Los Angeles Herald-Express ADS ARE RUNNING—ORDER NOW! 
4. San aera Examiner Korky advertising has already started to appear in your area. 
5. San es isk Chronicle : Order an ample supply of Korkys now and take full advantage 
6. San Francisco Call Bulletin of this tremendous campaign! 
7. Oakland Tribune 
Oe ee a See SN ee N, Pe Oe 
9. Sacramento Bee LAVELLE RUBBER COMPANY 
10. Fresno Bee ORDER 424 North Wood Street * Chicago 22, Illinois : 
11. Phoenix Republic and Gazette today Please send me doz. Lovelle Korky Flapper Tank Balls (12 to o | 
e,° through Master Display Carton at my cost of $10.01 per doz.) 1 
12. Tucson Star-Citizen your i 
Store Name sida i 
13. San Jose Mercury-News wholesaler. dahil 
14. Santa Barbara News-Press oe een - alia 
supply you, ity ™ i 
15. Stockton Record order direct Please invoice through my wholesaler, whose name is: : 
16. Bakersfield Californian from: eT Sey 
17. Eureka Humboldt Standard- Vinca Hditiis 
(; | eon se ke IEE ONE Cae PERE eee i 
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Last years surprise 





-this year's sure thing 


Nicholson or Black Diamond Rotary Mower file 








WITH A 








, ON 


Mow Your Lawn 
SHARPER BLADE! 








U6. 

















Each dozen comes in the colorful new display you see above. 
Available with Nicholson or Black Diamond copy. Gets 


dollars of profits from inches of display space. 


Every Nicholson or Black Diamond Rotary 
Mower file comes in a durable plastic protec- 
tive envelope. File handle and envelope have 
handy hang-up hole. Hang several near your 


rotary mowers. 


"ROTARY MOWER FILE 





ROTARY MOWER FILE 








When we came out with our Rotary 
Mower file last year we knew it would 
sell. But the way it sold surprised even 
us. It beat our estimates by 3 times. 


Now we know what this file can do. 
So we're putting all the promotion pres- 
sure on it we can. Dominant ads in 
Popular Science and Popular Mechanics! 
Three advertisements in The Saturday 
Evening Post and advertisements in Farm 
Journal and Progressive Farmer — the 
full irha Week treatment, too. 


We're doing all we know how to 
reach the nation’s 5,000,000 plus rotary 
mower owners —to get turnover for you. 








Approximately $4 profit per dozen 


Your cost . . . $7.84 per doz. 
Selling price $11.76 per doz. 


YOUR PROFIT .....$3.92 per doz. 





And a dozen goes in no time. What's more, 
the full profit holds even with the extra 
volume you get during Hardware Week. 


ACT NOW... Put the Nicholson or 
Black Diamond Rotary Mower file in your 
want book now. When you order—order 
big. That’s the way this file sells. 


BE READY FOR IRHA WEEK SALES—Order the Nicholson or Black Diamond Rotary Mower File Now 


stS<to, NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND — 


(in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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Are you profiting by 


CRESCENT’S PACKAGED 
PROMOTION PLAN? 





If not, mail the coupon. Get the details on a simple, basic and proven 
merchandising plan that sells CRESCENT TOOLS for you and saves 
the customer money. It’s not a discount device—not a price cut scheme 
—you get your full profit, and you don’t have to do any extra work, 
nor buy any promotional material. Human nature makes it work and 


Crescent foots the bill for all the elements. Mail the coupon today. 






(CRESCENT TOOLS — 
| Give Wings Lo Word mm, 


Crescent is our trade-mark, registered in the United States and 
abroad, for wrenches and other tools. Sold by leading distributors 
and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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Gold Stripe Reinforced. Nylon re- 


inforced 


INITE 


HOSE 


——es RES| 


virgin vinyl with ex- 3-pl 
clusive low-temperature flexibility. 
Carries Commercial Standards Seal 
of Quality. Available in 3 lengths ; eer 
and 3 sizes. 50 ft., full % in. inside couplin s. Extremely rugged virgin 


diameter, only $8.95. (list price). 


Realite Transparent. A bantam- 
weight beauty with full-flow brass 


vinyl. Carries Commercial Stand- 
ards Seal of Quality. Available in % 
in. inside Aiarote~ ond all lenoths. 


50 ft., only $6.95. (list price). 


7 SARE NN JRE IRN I 


quae RESINITE die 


SPRINKLER 


rE 


Dure-Tred. Tough nylon and vinyi 
construction combines high 
quality with economy. Patented 
brass “‘Shurlok”’ couplings. Avail- 
able in 4 sizes and i 

ft., full 4% in. inside diameter, 


only $5.95. (list price). 


Gold Stripe Triple Spray Sprinkler. 
The finest sprinkler made. Virgin 
vinyl with patented multiple tube 
design. Sprays gentle pattern 25 ft. 
wide over entire length of sprink- 
ler. 50 ft., only $4.95. (list price), 


lengths. 50 


Why you should stock BORDEN’S RESINITE line of Hose and Sprinklers! 


e they combine top quality with the newest fea- 
tures in hose manufacture. 


ea complete line with a full range of inside di- 
ameters and lengths. Top quality virgin vinyl 
products as well as tough, durable economy 
hoses. 


e the most realistic guarantee policy in the busi- 
ness . . . every product is backed by the 
BORDEN name. 


¢ an unconditional “‘accidental damage”’ hose re- 


turn policy with a history of complete customer 
satisfaction. Any damaged Resinite Gold Stripe 
hose will be repaired or replaced by the factory 
for only $1.50. Sprinklers for only $1.00. 


e the tops in dealer service. Fast delivery from 
the only hose manufacturer with plants on 
both coasts. 


BORDEN’S RESINITE products are backed by 
national advertising and special traffic-building 
promotions like BORDEN’S GARDEN FESTIVAL. 


Don’t miss the profits you can make with “‘Borden’s Products for the 
Home Handyman.” Place your “future” order for Resinite Hose and 
Sprinklers NOW! Call your Borden supplier or mail coupon today. 
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Resinite’ plastic hose and sprinkler line now! 


Cash in on this nationwide Spring promotion 


OFFER. yout Resihite Customers during 
















window or ra. It ae ou = Resinite po 
» products and Elmer's® Glues and Cements 
m all year long. Mail to address nearest you: 
> The Borden Company The Borden Company 
er ‘ Chemical Division Chemical Division 
‘ je =, 350 Madison Avenue P.O. Box 1589 
— = ” New York 17, New York Santa Barbara, California 
\ <<, . 
a =, e Please rush the name of the Borden Supplier nearest 
, ™ ° me. | am interested in tieing in with the BORDEN 
hn 2, ~~ e GARDEN FESTIVAL. Please send complete details to: 
OMENS “cts |: 
* NAME 
FOR THE ° 
. 
HOME HANDYM avons 
° 
° 
e city OE 


K Powerful 


National Advertising 


This ad in the June, 1958 issues 
of THE SATURDAY EVENING POST, 
BETTER HOMES AND GARDENS, 
SUNSET, POPULAR GARDENING 
and FLOWER GROWER will tell 
over 25million home gardeners 
about this exciting free offer. 


KX New Borden Emblem 


This nationally advertised emblem tells everyone 
that you handle “‘Borden’s Products for the 
Home Handyman.” Put your decal on the 


| BORDENS GARDEN 
FESTIVAL 





(May 24 to June 21, 1958) 


Here’s how it works: 


Every one of your customers who buys 50 ft., 
or more of Resinite Hose or Sprinklers during 
Borden’s Garden Festival gets a $1.00 package 
of “Borden’s38” FREE. Any “green thumber” 
in the market for a plastic hose or sprinkler 
will snap at this free offer. All you have to do 
to make sales is to display the Resinite Hose 


| 









Be FCounter Display Sells for 
You... Saves You Work es 4 


Colorful counter display unit 
with coupons explains offer . . . 
makes hose sales for you. Dis- 
play holds sample of “ 
38” which is yours after = 
motion. Eye-catching window 
streamer pulls in customers. 


line. Nothing for you to handle. There'll be 
coupons in hard-hitting national magazine ads 
and on store displays available to you. Your 
customer sends us the coupon, along with his 
sales slip and Resinite guarantee tag, and we 
mail the “38” direct. Don’t miss this oppor- 
tunity for greater hose profits. 
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Merchandise Now In The News 








131— PLASTIC STEEL effectively 
bonds steel, aluminum, brass, bronze, 
iron, copper, wood, porcelain, ceram- 
ics, concrete and other materials to 
themselves or to each other. No heat 
or pressure is required. Used to re- 
pair cracked household radiators, 
wooden furniture, motor blocks, auto- 
mobile mufflers, water tanks, lawn 
mowers, etc.—Devcon Corp. 





132—SQUARE ’N CIRCLE sprinkler 
sprays either a square or circle at the 
touch of a knob. Square pattern puts 
water where it belongs—on the lawn. 
Walks and drives stay dry. Saves 
water. Governor control assures per- 
fect square regardless of water pres- 
sure. Durable die cast spinner and 
base. Sturdy aluminum legs.—H. B. 
Sherman Manufacturing Co. 


12 





133—SUFFIELD WALL THERMOM- 
ETER is of early American design 
to harmonize with any room. The Suf- 
field is extremely accurate and metic- 
ulously finished in gleaming brush 
brass and selected, hand-rubbed hard- 
woods. Circular scale is mounted on 
octagon-shaped plaque. Makes ideal 
gift for special friends.—The Cooper 
Thermometer Company 





134—LIGHTWEIGHT HAND LAWN 
MOWER features quick, even cut- 
ting and ease of operation. Cuts 16- 
inch swath. Handle is mounted well 
back of and below wheel axis prevent- 
ing “bobbing and bouncing” which 
causes a mower to cut unevenly. Car- 
ben steel blades are self-honing. 
Wheel bearings are made from wear- 
resistant nylon.—Clemson Bros., Inc. 














135—CLEAN, STRAIGHT LINE styl- 
ing and exceptional strength charac- 
terize this family-size hamper, has- 
sock hamper and waste basket. Units 
are covered with quilted vinyl. 
Strength of hamper and hassock is 
provided by stabilizing rings at both 
top and bottom of the heavy-gage 
metal body. All three units are avail- 
able in six colors. — The Brearley 
Company 


QL 


136—STAND-UP GRASS SHEARS 
feature simple squeeze action handle 
that operates on blades through a 
tubular steel shaft. Blades are fitted 
with an automatic tensioning device 
that adjusts tension to the toughness 
of the material being cut. Fitted with 
two large wheels and plastic handle 
for hand comfort.—Seymour Smith & 
Son, Ine. 
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For additional information on 
any item shown on these 








on the 


lease circle number 
eader Service Card, 








facing Page 66 in this issue 





137—KEEP OUT water, moisture, 
dirt, dust and cold with plastic covers. 
Four different size covers: 6’ x 9’ and 
9’ x 12’ medium weight, 9’ x 12’ and 
10’ x 20’ heavy duty. Covers are in- 
expensive ranging in retail price from 
69 cents to $3.49 for largest size. 
Covers are durable, lightweight, 
waterproof, dustproof and trans- 
parent.—Kordite Co. 





138—“EDGER BOY” is a dual pur- 
pose electric-powered lawn trimmer 
and edger that is easy to operate, 
maneuverable, efficient and safe to 
operate. It has hardened tool steel 
blade, safety clutch mechanism to 
protect blade and motor, self-releas- 
ing trigger switch and heavy-duty 
three-wire safety cord with adapter. 
—Portable Electric Tools, Inc. 
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139—STEEL TAPE specifically de- 
signed for brickmasons, both profes- 
sional and “do-it-your-selfers” iacor- 
porates three scales on the same side 
of the blade. User can compare inch 
marking with the most suitable brick 
course without turning the blade over. 
Brickmason tape is six-feet long and 
comes in transparent plastic bubble. 
—Evans Rule Company 


140—PRECISION MADE rotary 
power lawn mowers make mowing a 
pleasure. Trio above includes the 21- 
inch Croydon (left) with inset wheels 
for close trimming, the Brookline 
(center) and the 18-inch Avalon. All 
three have an easy-to-operate height 
of cut adjustment. Styled in white, 
beige, orange and black.—American 
Chain & Cable Co., Inc. 





141—HOT AND COLD server de- 


signed for modern living accommo- 
dates two trays of ice cubes or can be 


used as a hot food server. Serves as 
an accessory for bar or buffet. In- 
sulated bowl maintains temperature 
for hours. Makes a wonderful gift.— 
Aluminum Goods Mfg. Co. 





142—THREE DIMENSIONAL rich- 
ness is added to intimate rooms with 
the Pearl-Wick 3-D Constellation 
ensemble upright hamper. Patterned 
and covered with deeply embossed 
vinyl fabric that’s washable, scuff- 
proof, dent-proof and stain resistant. 
—Pearl-Wick Corp. 


\1 


143—SHORT HANDLE TOOLS with 
36” long fire-hardened handles are 
available for “stand-up” cultivation. 
Steel heads are finished in copper 
bronze with bright steel tips on the 
weeding hoe and pointed hoe. Ash 
handles are fire-hardened for smooth 
wear.—True Temper Corporation 
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when you 
feature 


SUPPLEX 


| more hose profits? Feature Supplex! Want to please 
customers? Feature Supplex! Simple fact is that Supplex is 


quality —through and through—and in 
the long run quality pays—for you as 
well as your customers. 


Seven national magazines now carry 
smart Supplex ads. And Supplex provides 
“free” Ad-Dollars to pay for your local 
advertising. Buy Supplex and sell quality. 


SUPPLEX COMPANY, Garwood, N. J. 
Division of Amerace Corporation 





LIGHT, DURABLE NON-REINFORCED 


We are an industry sponser | 





RETAIL $2.24 and up — Leaders in moder- 
ate- 4 
profit 


For Details Circle 11 on INQUIRY CARD 


iced field, also give you generous 
margins. Fully guaranteed. 





NYLON TIRE-CORD REINFORCED HOSE © 












seomerpe , 








RETAIL $3.98 and up — Won't burst even 
if left for days in hot sun under full water 
pressure. Guaranteed 10 years. 


Note tough, knitted 
ply of nylon tire cord 
id in this all- 
vinyl! hose. An 
outstanding sales 
feature your 
customers 
can see. 








TRIPLE TUBE SPRINKLER 





a as . 


RETAIL 


$3.98 and 
tube construction. Ow sells all other sprin- 


— Superior, triple 


klers. Packed on amazing new reel...makes  — 
all other flexible sprinklers obsolete! | 
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OUTDOOR SPECIALS 


ix frha HARDWARE WEEK 


Brushes 





1 No. 5 BAR-B-@ 
BRUSH SET 


A most-needed item for every grill! 
Attractive display card features two 
brushes for outdoor chefs. 


| 4 








GRILL CLEANER ' & oe 


Has firm, bright scraper to remove caked-on 
foods and fats; durable brass wire bristles to 
keep grill in tip-top condition. 


~ 


+ ‘\ 
BASTING BRUSH 


Quick, safe basting for steaks, chops, fowl or 










PATIOS 












seafood. Long, safe-angle handle. . . sterilized 
horsehair filling. yeRRaces 
SPECIALLY PRICED, 


| SPECIALLY SIX-PACKED WALKs 


Reg. Retail Se 


irha price........... 52.19 


Attractively carded Set packed six to a 
shipping container. 


GARAGES 






BASEMENTS 


Sturdy push-type broom makes sweeping 
on rough outdoor surfaces easier and faster. 
14” head; 54” handle. Special blended 
filling for cleaner sweeping. Broom heads 
packed individually in attractive, outdoor- 
style display package. 


IN SPECIAL 6-PACK with 
SPECIAL HARDWARE WEEK PRICE! 


Six heads and six handles in complete shipping container. Sr ere eee 


Reg. Retail............ 





OX FIBRE BRUSH COMPANY, INC. 


sreoericx <elebGahed /§§¢ MARYLAND 
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FROM THE BLADES UP=THE FINEST OF PRECISION 





STOVE BOLTS 





Famous “EZ to C’., LABELS 


SAVE YOU TIME, CREATE SALES: scepiec 


Let Southern Screw’s copyrighted package 
identification system work for you three ways: 
Keyed color on label 

Keyed silhouette on label 

Keyed border design on label 

Strong, colorful Southern boxes dress up 

your shelves, attract customers’ attention. 
Stock this full Southern Screw line — 

the fasteners advertised in popular 

consumer workshop magazines. 


SOLD THROUGH LEADING 
WHOLESALE DISTRIBUTORS 


er 

CARRIAGE BOLTS 
ROLLED 
THREAD 





WOOD SCREWS WAREHOUSES: 
STOVE BOLTS 


MACHINE SCREWS & NUTS NEW YORK 
SHEET METAL SCREWS SCREW COMPANY CHICAGO 
CARRIAGE BOLTS DALLAS 
WOOD DRIVE SCREWS LOS ANGELES 


STATESVILLE ° NORTH CAROLINA 
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From the blades up ... the finest of precision grass cutting machines! 


FROM THE BLADES UP=THE FINEST OF PRECISION 


GRASS CUTTING MACHINES! 


The ALL MEW 1958 


PENNSYLVANIA 


LAWN MOWERS 





1958 PENNSYLVANIA ROTARY MOWER BLADE 
Made from tough, rugged carbon alloy steel. Aerodynam- 
PENNSYLVANIA ically shaped to create maximum suction — lifts grass 
straight up for a quick, clean cut. Blade is sharpened 
ROTARY from the tip to the shaft and the edge is flame hardened 


to stay keen season after season. Unique cleanout angles 
POWER MOWERS at tips of blades prevent build up of grass inside housing. 


Pennsylvania Outmows and Outlasts Them All! 





4d 


New! 
CROYDON we! 














21” Self-Propelled Rotary San 

Model 68221A LAWNDALE 
New design, new color 1” 
scheme, new features! a } oe 
Has rugged 2.75 H.P. Riding Rotary 
Briggs & Stratton engine Model 69221 


with rewind starter. 
Strong cast-aluminum 
housing, semi-pneumatic 
tires. Unique wheel height 
adjustment and free leaf 
mulcher! 


Rugged 2.75 H.P. 
Briggs & Stratton 
Engine 
Rewind Starter 





Functional 
and Attractive! 


21” BROOKLINE 
Model 67221 


and 
18” AVALON 
Model 662188 


New designs, colors and fea- 

tures. Briggs & Stratton en- 

ry with rewind starters — 

.25 H.P. on 21” and 1.75 

H.P. on 18”. Semi-pneumatic oy 
i ff sneel kala a2. ci A self-propelled rotary lawn mower equipped 
justments and free leaf mul- ys with a riding sulky for added convenience. 
cher with each mower! 


Built with famed 
Pennsylvania precision 
quality throughout! 


All Pennsylvania Power Mowers Are Avail- 
able With Electric Starters At Extra Cost. 



































THESE EXTRA Ns, a i POST | 
FEATURES o° at ‘ 
ARE STANDARD => ts ees In— BS 
ON ALL ee , 
PENNSYLVANIA =~ and Leading Newspapers from 
ROTARY MOWERS toy 4 eae Unique & simple Free Leaf Mulcher : __ Coast to Coast! 
ade. te of cut ad- packed with each POWERFUL BIG SPACE ADS 
angle tips! justment! Rotary Mower! i ) Get The Messag To Your Customers! 





a 














From the blades up ... the finest of precision grass cutting machines! 


PENNSYLVANIA REEL MOWER BLADES 


Forged from carbon steel with almost twice the carbon 
content of ordinary reel blades. Precision shaped to exact 
curvature and carefully tempered. A two-stage, precision 
hollow-grinding process gives them a “barber-scissor 
efficiency. Blades are mounted on special spring-loaded 
cylinders that keep them in accurate alignment to give 
true precision cutting. 


1958 
PENNSYLVANIA 


POWER REEL 
MOWERS 





PENNSYLVANIA — MOST RESPECTED NAME IN MOWERS — SINCE 1877! 


DELUXE 
— REELRIDER 21” Power Mowers 
. 21” Model 40221B (5 blade) 
—_—— Riding Mower Model 4072218 (7 blade, low cut) 
Model 42221D 





















2.25 HP Featuring Pennsylvania’s precision 
Bri : 2 St : t self-whetting mowing unit, grass 
riggs & Stratton stripper to keep sprocket and chain 

Engine from fouling with grass, and a de- 
Rewind Starter pendable 1.75 H.P. Briggs & Strat- 
ton engine with rewind starter. 


Low cut model rec- 
ommended for smooth 
finish cutting of 
creeping bent and 4 
other fine grasses. f 


Built with famed Pennsylvania precision quality through- 
out! Sits comfortably, steers easily and cuts beautifully. 
Has Pennsylvania’s self-whetting mowing unit that stays 


keen for seasons on end and 3” wide semi-pneumatic 
tires that literally “float” it over hard or soft or rough 
or smooth terrain. 

Recommended for the small lawn that seems large or the 
large lawn that is large! 


18” EXETER Power Mowers are also available. 
Model 222188 
Model 22218B-LC (low cut) 


Equipped with 1.75 H.P. Briggs & Stratton en- 
gines and rewind starters, the EXETER mowers 
also are built with the famed Pennsylvania 


precision quality throughout. 


All Pennsylvania Power Mowers Are Available With Electric Starters At Extra Cost. 

















5 
1958 
PENNSYLVANIA 
HAND 
MOWERS 3 Pennsylvania 
GREAT AMERICAN - Bs ni si ee TRIMMER & EDGER 

rst tice af Aneica's | FSP tamed a0 omni for he sma Jal labor savers for 
15”, 17” or 19” sizes. eg i ofl na ee poeta paths, gardens and flower 


Specifications on all models subject to change without notice. 


PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 
Stevens Lane, Exeter, Pennsylvania @ Bridgeport, Conn. 
Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 





)H-157 








Vake)dal-iamaalit-t-1c0)al-milammaal-t-t-10) dale mm t-4el-1- 


ML Lay y 4 EZR 227 


‘POWER-TAPEz 
KPI2W 126 


YOU WANT IT! \alss oie 
\. 





POWER AT YOUR FINGERTIP! Press Button... Blade Returns 
Smoothly. Release Button . . . Blade Stops Instantly. 





| ___ FEATURE BOTH EVANS POWER TAPES! 
¢ @ STANDS ERECT FOR VERTICAL MEASURING a ad ing 2 


Another Evans first! A“ KING-SIZE” measuring tape that Reg 
stands erect and makes hard-to-reach overhead measuring ee 
easy—NOW combined with patented “controlled speed é —. 
blade return”! This new principle in steel measuring tapes if) 
eliminates pushing blade back into the case . . . stops Ba 
“creep”. All models with chrome-plated inside-outside 
case; giant sliding end-hook; replaceable blade, marked in 
both inches, and feet-and-inches. 





or 


Each tape is packed in a sparkling, transparent Tenite 
“Peg Board"’ bubble, with magnifying lens in lid! 


we 








Priced only pennies more than ordinary push-pull tapes! 
KP 10W—10ft. $2.79 KP 12W—12ft. $3.29 


watt RULE CO. 


Dy Elizabeth, N. J. * Montreal, Quebec 
& 


non. World's Largest Manufacturer of Steel Measuring Tapes 
For Details Circle 15 on INQUIRY CARD 
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Feature the lly Line! 


Keep customers happy + Build “repeat sales” 
with Hayes Spray Guns 


Every time you sell a Hayes spray gun, you are putting into the 
hands of your customer the finest equipment available to do a 
successful job of garden or lawn spraying. This assures the user of 
maximum results from the spray materials he buys from you. 


In this way, you are helping him to get better, more satisfying gardening results 
... at the same time, building a solid foundation for increased store 
profits through “repeat sales” of chemicals and all other garden items. 
Order today for spring requirements from your nearest jobber. 





HAYES-ETTE®— 1% gal. HAYES 1¥2—1%2 gallon HAYES 3—Makes three 
sprayer. Thumb-touch con- sprayer with wide mouth gals, of spray solution with 


trol orifice. $2.95 jar for ease in filling. $3.25 one loading. !deai for smal! 
' gardens. $4.45 





HAYES 4 — Makes four gals. 
of spray. Positive on-and- 
off control vaive. $6.45 


HAYES 6 — Makes six gats. 
of spray. Longer nozzie 
reaches to inside of plants 
and low-lying leaves. $9.95 








HAYES LAWN SPRAYER— 
Handles liquid and soluble 
fertilizers, lawn moth’ solu- 
tions, fungicides, weed 
killers, herbicides, etc. 1 to 
60 ratio. Quart size jar. 
Sprays 15 gallons. $3.95 


FERTL-RAIN.® Same uses 
as Mayes Lawn Sprayer. Ap 
plies chemicais in 1 to 120 
proportion. Standard pint 
Sprays 15 gallons. $3.65 


HAYES 12-A heavy duty 
12 galion sprayer. For 
estates, parks, nurseries 
dairies, poultry and live 
stock. $12.95 





‘4 HAYE AND TURF 
“4 Senavtn ror akdean S P R AY G U N ) 
, Fertilizers, Soii Chemicals 
4 and heavy, viscous materi- 


' y clogging. 1 to 40 ratio. 
i J Quart jar sprays 10 gallons. - 
$2.95 , 


q 


Hayes Spray Gun Com pany World’s Largest Manufacturer of Garden Hose Sprayers 
98 North San Gabriel Boulevard, Pasadena, California “Ti 
SINCE 1934 er 


For Details Circle 16 on INQUIRY CARD 
20 HARDWARE WORLD 















Feature AIR=LITE 


Grab the reins, pardner, Atr-LiTE products are on the 
move. Sparked by color spreads in LiFe, etc., Fiberglas’ 
“Comfort Conditioned Home” program is pre-selling Brand- 
conscious home owners. Lead with Air-Lite and you'll 

hit pay dirt, pronto. 


ae 
de A . 
B RGLAS 
a“ i ER L 


FIBERGLAS * 


A 


4 


/ 


P 







- esestant 
ars rr) 
easy CANES 
Wee eoeererant 


AIR-LITE Chair Webbing AIR-LITE Furniture Cloth AIR-LITE Outdoor 


woven of Firestone )éZn Self-Service Kits Furniture Cloth 
Display Rack stores, sells, Nothing to measure, trim or wrap. woven of Firestone )cZn* 
dispenses. Free with 4-roll order. Each kit re-covers one chair.Display This eye-pleasing Display rack 


Stand holds 2 doz. Free with order. Free with 3-roll order. 


Why wait? See your wholesaler 


peitiercreennt Plastic loven Products Ine. 


51 CAMDEN STREET @ PATERSON ,N. J. 


* tm. © C F Corp, Weavers of AIR-LITE Products 
® Firestone Plastics Co, Sales representatives: John H. Graham Co., Inc. 
For Details Circle 17 on INQUIRY CARD 
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Every Eclipse Mower Dealer 
has an Equal Chance to WIN 


Additional Prize Trips to New Orleans and Colorade 
First prize in this wonderfully easy Eclipse contest 
is a carefree, cost-free vacation in Mexico. The 
winning dealer (and his wife!) will revel in the exotic 
charms of Mexico for 7 full days. Second and third 
prizes are similar FREE vacation trips to colorful 
_ Colorado and historic old New Orleans, And remem- 
’* ber: store size or sales volume do not affect your 
chances; any Eclipse dealer—in any size town— 
can win a vacation or some other worthwhile prize. 















There’s nothing difficult or costly about having an Eclipse Try-Out Party in 
your town. We provide a complete how-to-do-it manual. You can do it alone, 
or (in larger communities) combine your efforts with other Eclipse dealers. 
The object of the Try-Out Party is simply to get your customers to operate 
Eclipse mowers in person... see for themselves how easy and restful Eclipse 
mowers are to use. 

Nothing sells quite so dramatically as a self-demonstration. You’re bound to 
get real, “live” prospects—actually sell more mowers—make more money. 
And regardless of the size or scope of your ““Try-Out Party” —when you report 
on the results, you have an equal chance to win a free vacation! 


Plan now to win... mail the coupon or see your Eclipse salesman for details. 


THE ECLIPSE LAWN MOWER CO. 
Div. of Buffalo-Eclipse Corporation 


2823-A Railroad St. . Prophetstown, Illinois 
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Vacation in Westies 


Duplicate prizes to 
Sales Clerks, too! 


This contest recognizes the impor- 
tance of retail selling—by giving 
an equal prize to the manager of the 
mower department in the winning 
stores. Here, too, the wives are 
included on the free vacations! 


Mail Coupon Today 





FEBRUARY 1958 





~ Drizoe Galore 


Polaroid 
Cameras 


In another contest there 
will be Polaroid camera 
prizes to winning mower 
sales clerks in ALL 
Eclipse sales districts— 
with duplicate prizes to 
thétr employers! This is 
the nationally famous 
camera that gives 

» printed pictures in 60 
seconds from the snap 
of the shutter! 


, 






SIMPLE RULES 


@ Have your mower sales clerk(s) fill in a simple 
“quiz sheet” and return to Eclipse. 


@ Hold an Eclipse Try-Out Party before July 1, 1958 
that has been advertised to the public. 


3s Send a written report on it to Eclipse with photos 
and proof of promotion (tear sheets, station 
affidavits, etc.). 


7 Keep it strictly an Eclipse demonstration—no 
othe: products of any kind. 





a THE ECLIPSE LAWN MOWER CO. | 
. Prophetstown, Illinois 

Yes—1! want a chance at that wonderful vacation in Mexico—and the PROFIT 
from more Eclipse sales! Send me full details by return mail. 


s We have ........ clerks who sell Eclipse mowers. 
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Tested and 





Time-Proven 
iiemialelerjia 


DIANIALLO 
wrenches, 


The finest adjustable wrenches made... . tools 








ws 





that stay fit after long, hard use... .yet cost no 
more than ordinary. Write for catalog of 
wrenches, pliers, snips, other fine tools. 


Give distributor's name, address. 


a 





Since 1908 



















DIAMOND ixelo) m and florsechoey 


DULUTH, MINNESOTA . TORONTO, ONTARIO 




























Made of 


LONGER LASTING 
Aluminized Steel 


Made of special hot-dipped aluminum coated steel, the 
Fire Marshal has the outstanding ability to resist the 
combined effects of heat and corrosion. At around 900° 
F. the aluminum coating alloys with the steel base 
metal. The resulting grey metallic coating withstands 
heat damage up to 1250° F. Repeated heating and cool- 
ing cycles will not damage the Fire Marshal, thusthe 
Fire Marshal trash burner has exceptionally’Jong life. 


a 


Resists Burnout, Rust, Corrosion! 



































# 
SAFER! ' CLEANER! 
FIRE MARSHAL 1 FIRE MARSHAL 
is approved by fire 3 protects yards from 
departments. It is : litter, ashes and 
completely enclosed - debris, even in 
to control flying ’ int windy weather. 
sparks and open ae 
flames. ~ Sy fi 
=i 
a a 
i 
t 
e BIGGER CAPACITY — holds over 2 bushels. e SCIENTIFIC DRAFT DESIGN burns trash to fine ash 
* BURNS TRASH IN ALL KINDS OF WEATHER — ~CEINEREY BOSS Ser CHRENTEE GNP TYENG. 
even in rain or snow. * NESTABLE for economical shipping. 


FIRE MARSHAL is an exclusive product of: 


GENERAL METALWARE COMPANY 
MINNEAPOLIS 13, MINNESOTA 


® Registered trademark Armco Steel Corp. 
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NEW PRODUCTS— Continued From Page 13 














162—NYLON LATCH BOLT for res- 
idential interior doors has excelient 
wearing qualities and will give top 
performance throughout lifetime of 
building in which it is installed. Fea- 
tures include reduction in frictional 
resistance and quieter latching ac- 
tion—Lockwood Hardware Mfg. Co. 


163—“FLAT-TOP” multi-purpose gas 
cans stacks for easy storing. Handy 
for power mowers, boats and automo- 
biles. Comes in 14%, and 2% gallon 
sizes. Made of lead-coated steel, can 
is rustproof and leakproof. Neoprene 
hose oil resistant—Western Tool and 
Stamping Co. 





164—STEEL FIRE BOX for built-in 
barbecue features smokeless skewer 
barbecuing and fuel economy. Box 
can also be installed in most models 
of all other brands permanent-type 
barbecue. Available in 18%” and 
224,” lengths. Width is 12%”.— 
Goodwin of California 
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165—FLEXIBLE FINGER PULL 
handle for electrical cord plugs makes 
it easier to pull the plug out of re- 
ceptacle by the handle rather than by 
the wire. Excess wire can be stored 
off the floor by pushing several loops 
into handle opening.—Miller Electric 
Company 





166—CIRCULATING FAN moves 
5000 cubic feet of air per minute. The 
reversible motor allows air to flow in 
a direct stream through the wire 
guard on the other side of fan. Com- 
pletely portable, it can be used in a 
window or as a circulating fan.—Gen- 
eral Electric Company 





167—TURBINE SPRINKLER is 
made of polished metal base and has 
an attractive red turbine head that 
covers large area with a gentle rain- 
like spray. Sprinkler is trouble-free 
and never requires any lubrication 
and is long-lasting —A. W. Francis 
Company 





168—CONCRETE DRILL becomes a 
threaded anchor once it is drilled into 
concrete. Aimed at the “do-it-your- 
self” enthusiast, the Red Head is a 
fast-cutting hollow core drill that 
burrows into solid concrete in two 
minutes, then becomes an anchor for 
a 4” bolt.—Phillips Drill Co. 





169—SPLIT-IMAGE TRANSIT not 
only indicates level, but shows how 
much correction is needed. The Hoppy 
transit requires only one person for 
operation. Ideal for carpenters, brick- 
layers, cement work, grading, etc. 
Sturdy plastic, metal and protected 
mirrors. —Hopkins Manufacturing 
Corp. 





170—WROUGHT IRON RAILING 
for interior use is a pre-packaged ad- 
justable unit. Only three basic parts 
are needed for installation plus a 
wide choice of decorative columns and 
ornaments if desired. Less expensive 
than regular plaster wall.—Versa 
Products Company 
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Specially LOW-PRICED for FAST TURNOVER 
YET YOU GET A FULL PROFIT 


...four National Hardware Week Specials 
from Da SSTON | 
















Special saw stee! blade, full taper ground ond polished. 
Carefully set and full bevel fled teeth. 26° long with 8 


corrugated shipping container. Weight of 10 saws— 
approximately 14 Ibs. 


REGULAR VALUE $5.98 NOW $4.79 YOU BUY AT $3.19 YOUR PROFIT $1.60 





DISSTON TOOL-MATE CARLSON RULE | 


% wide, Won't buckle. Makes extended 10° overhead 
‘ect und ted tea ee ae soy ae 
swing tip—for accurate inside and 
butt-end measurements. Etched 
blade with satin finish. Disston 10- 
second blade change for Ene “ 
replacement. 5-ounce chrome- 7.1.20" 






plated case. 6 to a carton. Weight 
per dozen—3% Ibs. 
REGULAR VALUE $3.00 NOW $2.69 
YOU BUY AT $1.79 
YOUR PROFIT $ .90 
Just Tote) 4 at the Disston dresses up these four the saw blades is a unique etching 
h profit-making Tool-Mates in attrac- «i ae 
e oe : your Disston wholesaler today 
profits Talia) tnes tive packaging. Colorful sleeve Sur cetiblate infedaniian on these 


cof canes the ey e—and calls atten- Disston volume-boosters. Or, write 
Disston Tool-Mates : tion to the low price at which you’re Disston Division, H. K. Porter 
offering quality Disston tools. On Company, Inc., Philadelphia 35, Pa. 





H.K.PORTER COMPANY. INC. 


DISSTON DIVISION 


Connors Steel, Delta-Star Electric, Disston, Forge and Fittings, Leschen Wire Rope, Quaker Rubber, 
Retractories, Riverside-Alloy Metal, Vulcan Crucible Steel, and H. K. Porter Company (Canada) Ltd. 
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RING AND 
SCREW SHANK NAILS 


CF«I Ring and Screw Shank Nails are available in 
sizes, types and finishes to meet all your customers’ 
needs. Fill every order promptly and with confi- 
dence—stock CF&I Ring and Screw Shank Nails. 






i THIS BRAND IS 
YOUR PROTECTION 
#7) 


a seleelelae eee eee eee et ee eee 


\>\s) 


' CFal Ring and Screw Shank Nails are sup- 
plied in handy 5-, 25-, 50-, and 100-pound 
cartons for your ordering convenience. 


THE COLORADO FUEL AND IRON CORPORATION 
Denver - Oakland 


Albuquerque. ~ Amarillo ~ Billings - Boise - Butte + Denver + El Paso + Ft. Worth + Houston » Kansas City * Lincoln (Neb.) + Los Angeles 


Oakland - Oklahoma City + Phoenix - Portland - Pueblo - Salt Lake City » San Francisco » San Leandro + Seattle * Spokane + Wichita 
CANADIAN REPRESENTATIVES AT: Calgary - Edmonton + Vancouver - Winnipeg 


5816 
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LITTLE BROWN. 
JUGS and CHESTS 





Riding the popularity wave of outdoor living, 
sales of outing jugs and ice chests are skyrocketing 
... up 40% in the past three years. To get your 
share of this high profit business, feature Little 
Brown. No other line of jugs and chests offers 
better consumer value... bigger sales opportunities. 


LITTLE BROWN JUGS e@ Smart styling with modern, two- . 
toned baked enamel finish e Rugged, two-piece deep-drawn 
steel construction @ Easy-to-clean, white vitreous porcelair 
interior @ All popular sizes . . . spout or faucet models. 


ALSO STAINLESS STEEL MARINE MODELS 


LITTLE BROWN CHESTS e@ Sculptured, two-toned styling @ 
Rust-proof, hot-dipped galvanized interior @ Slip-in ice 
tray, opener and ice pick @ Outside drain, “Can’t Lose” cap 
@ Extra-thick insulation @ 4 sizes hold up to 85 Ibs. of ice. 


NOW IN ALUMINUM, TOO! 


YOUR CUSTOMERS ARE PRE-SOLD BY COLORFUL ADS IN: 


Boats Saturday Evening Post 

Farm Journal Sports Afield 

Field & Stream Sports Afield Boating Annual 

Motor Boating Sports Illustrated 

Outdoor Life Sunset ASK YOUR JOBBER 
Rudder Yachting ABOUT SPECIAL 


DISPLAY RACKS 


Also, FREE newspa 
mats, envelope stuffers 


H E M P A, N D C O M PA N Y, MACOMB, ILLINOIS colalbe-gutsuene*ear* 


in your own promotion, 
A DIVISION OF THE AMERICAN THERMOS PRODUCTS COMPANY ORDER FROM YOUR JOBBER 
Mr. Buyer— 


Little Brown Jugs & Chests are now being manufactured and shipped from our New Anaheim pliant. 
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CAP SCREWS 


www Ow ss et ot i ee 


CATEMOED 
PRONG 





“NAT” STANDS OUT 


with uniform high quality 






You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be 

















3423 So. Garfield Ave., Los Angeles 22, Cal. 
Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
For Details Circle 24 on INQUIRY CARD 
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sure that this most complete, high-quality line will 8 liona / 
stand out in product performance and sales appeal. MN ) Fas) ! 
Ask Your Distributor... He Knows A <a 
NATIONAL SCREW & MFG. CO. OF CAL. ews y fi Vi mus es 
















Your ONE Source for ALL Your PLASTIC or RUBBER 
GARDEN HOSE _ 
needs ‘ 
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Enjoy all the advantages of consolidated purchasing, 
all your Garden Hose — Plastic or Rubber from one reliable 
source . . . Atlantic. We offer a complete variety of colors, 




















Fully Covered and 
Protected Under U. S. 
Patent 2,621,075. 










4 TUBE SPRINKLER | 


A patented Sprinkler Hose, the 
best and the only 4 tube 
Sprinkler on the market. It's our 
leader. Smooth, Green and made 
of Deluxe imperialyte Plastic. 


ble sprinkler 











SOAKER HOSE 


The ideal hose for watering the 
“hard to get at places”, '” 
Size, color Green, made of im- 
perialyte Plastic. A good item at 
a low price. 

















COMPLETE RUBBER HOSE LINE 






~ 
300 LEADER 
CRANSTON ATLANTIC Yous af 
2 ply Construction 1 ply Construction Fol = Guerentes & 
Se" Size—Red, Green, Black %%e’’ Size—Red, Green, Black Casreanted Ponti An ideal quality 
15 yr. Guarantee 10 yr. Guarantee hose for general won 








#200 ATCO 






STANDARD ECONOMY i ; 
1 ply Construction 1 ply Construction Full %" Size... 10 yr. Guarantee 
Se" Size — Black V2" Size — Black Smooth cover. Very popular size. 
5 yr. Guarentee 5 yr. Guarantee 







#700 CLEARALON 





NEOPRENE 
1 ply Construction 
V2"' Size — Green 
10 yr. Guarantee 





#580 RIB CLEAR 













PLASTIC PROMOTIONAL HOSES 


Quality Traffic builders for any store 







#50 GRO-GRASS #150 WATER BOY 
XK," Size ¥%" Size 

Opaque, Red, Green Opaque, Red or Green 
or Black Lusta-Brite Finish 







Lusta-Brite Finish 3 yr. Guarantee 
5 yr. Guarantee 
#337 iMPCO 
Ye" Size 
Translucent, Smooth 
Kelly Green Finish 
3 yr. Guarantee 















,, WATER Boy 






Tubing & Rubber Company 


MANUFACTURERS of RUBBER GARDEN HOSE MILL STREET CRANSTON 5, R. | 
PLASTIC GARDEN HOSE * PLASTIC TOILET SEATS 
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_ TRUE TEMPER. ANNOUNCES FOR HARDWARE WEEK 


POPULAR TOOLS AT REDUCED PRICES 


OF- Stat te mohOla Hale Min t-tgenws-Ua> idi-t-lem- talomici- te ig-le lal elelialeiel& 
Week April 24 to May 3 sale material 
with the three hottest values ard items yet look at the 
ever offered by True Temper. Telcteii=|| 





Mal-\\ag-m_-i¢- tater 


prices! Call your True 
Mal-s\al im ol-Mlal-tdlelal-lihvar- toh acla: T 
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“JET ROCKET” NAIL HAMMER a 


Tol -leil: 1M slalet- mm iels 


y-Welele:-tilelt- Wl iti-hdleal-mi-lel-lell: iim llall-til- Mn dal- Mn 7: tealelel- 
JET ROCKET that retails regularly Hardware Week 
ip ols-ialolei daaelelell-let-ic-\-lMal-lalell-Sil-M_tdgelale|-1-1a-1'7-1alaalstel-) 


at -t> lo Mm ot- taal olel-1- la Mela dl mlels fmm @10l-lallela lie lalelt-ltel- 1.4; 


ielele: sm. 2ela am iile) 


a4 nN 
reg. $4.25 


16-0z. head Packed 6 in carton Dealer cost, $2.48 ea 





“FLINT EDGE” HEDGE SHEAR 
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_ 
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Special price for 
Hardware Week 


Hardware Week 


RETAIL 
reg. $3.95 


(@lal- mela lael- Mi -laalel-lal- Mis alel-}: 
feleovolell- tam -tal-)- lal oldlet-le li Jel « 


extra-high-volume sales 


during Hardware Week 
lial ---Samer@hal-la\Me-te-1-]Mmeoll-tel-1-] OsSen 


oli - ia oli-tol- mii -lag@-td-leMmihae) 


thumb 


limb notch. Adjustable 
laliate|-mualeham- tale) olt won't 
i\Feonon-a-ta) a Pen: eae: Bel - ler 


lelelaahiola ciel aletial-ltaleli-s 


Packed 6 in carton 


Dealer cost, $2.39 ea. 


These special offerings will be withdrawn after Hardware Week 


You can /ook to | Fr] for leadership 
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SEIN 
TWINE 


Put-up on 
cellophane 
wrapped tubes 
4 oz.-8 oz.-1 Ib. 


Full range sizes 
6 to 72 






lS EACH TUBE LABELED WITH SIZE, 
ART. 583 FEET PER TUBE, AND WEIGHT 


Put your confidence in 
the QUALITY LINE... 





Wood Glue Jump Rope 
Braided Nyion Line Mop Heads 
Seine Twines Twines 
Trot Lines pret ce ent Orders of $75.00 or more, freight 
Staging Chalk Lines prepaid. Orders of less than $30.00 
Venetian Blind Cord Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 

: Sash Cords Polished Twines Calif., Marietta, Minnesota, Dallas, Texas, 
Clothes Lines Plastic Clothes Lines or Waynetown, Ind. Orders of $30.00 to 

Lines _ Jute $75.00 freight allowed to $1.00 per cwt. 

Prehing Lines Nylon Casting Lines: Freight prepaid does not include extra 


charges incurred outside carrier's 
regular zone of delivery. 


Cl land Mills C 
ESTABLISHED 1873 eve an H s ompany LAWNDALE, N. Cc. 


14346 Bessemer St., Van Nuys, Cal. « Marietta, Minn. «3104 Gaston Ave., Dailas 26, Texas « Waynetown, Ind. 
For Details Circle 27 on INQUIRY CARD 
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“Be ready for spring sales... 





stock up now on Gyclone Lawn Fence 
and Flower Bed Border.” 
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INSECT SCREENING 


HARDWARE CLOTH 





FENCE AND 
FLOweER Bep BorDER are supe- 
rior in quality and are backed by 
the well-known, widely accepted 
USS label. Because of this they 
sell readily, stand up well in serv- 
ice and encourage repeat busi- 
ness. In the busy Spring season 
just ahead you'll help build your 
own business and give your cus- 
tomers the products they want 
by stocking, displaying and sell- 
ing Cyclone Lawn Fence and 
Flower Bed Border. Check your 
stock now and order from your 
jobber before the Spring rush. 


CyYcLONE LAWN 





Cyclone Lawn Fence is avail- 
able in two weights, in both 
welded and woven, in single and 
double loop styles and in heights 
of 36, 42 and 48 inches. As a 
give-away for your customers, 
Cyclone has made available a 
pocket-sized folder with full de- 
tails on good fence erection. Get 
in touch with your distributor for 
your supply of erection folders. 

Cyclone Flower Bed Border is 
made in either welded or woven 
style and, except for height, is 
identical in construction to 
Cyclone Lawn Fence. 


CYCLONE FENCE DEPT., American Steel & Wire Division, United States Steel Corporation 
Waukegan, Illinois « Sales Offices Coast-to-Coast « United States Steel Export Company, New York 
Pacific Coast Headquarters, Oakland, Calif. 
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‘Red Tag” Hardware Products 
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LAWN FENCE GATES 





Galvanized 
Bronze 
Fibergias : 
@ United States Steel 
For Details Circle 28 on INQUIRY CARD 
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——By N. R. REGEIMBAL 


WASHING 





Chilton News Bureau, Washington, D. C. 


Western Businessmen Warned to Help Plan New 
Road System as Construction Speed-up Looms 
Construction work under the new multi-billion-dollar federal 


highway construction program will get into high gear in the West 
this year. Western hardware dealers and other Sunset region busi- 


nessmen will be vitally affected. 


The new and rebuilt highways 
will damage some businessmen 
and bring new profits to others 
by creating new housing and 
business districts, making 
others obsolete, and in general 
shifting some business patterns. 

Some $10 billion is scheduled 
to be spent nationally this year 
on new superhighways, high- 
ways, access roads, and improve- 
ments to existing roads. 

In most cases, exact routes 
have been pinpointed. Distribu- 
tion experts warn that business- 
men who have not worked with 
federal, state and local highway 
officials will have to get busy to 
get the most out of the program. 
Some of the problems which 
businessmen should help solve 
are: 

Location and routing of free- 
ways linking superhighways 
with city areas; location of by- 
pass routes around congested 
city areas; constructon of effi- 
cient local arterial streets to 
keep area traffic, including de- 
livery vehicles, moving freely, 
and adequate parking and shop- 
per safety facilities. 

For the Western states, here 
are the amounts of federal funds 
allocated for the 12 months be- 
ginning next July 1: 

Arizona, $33.3 million; Cali- 
fornia, $163.4 million; Colorado, 
$40.6 million; Idaho, $28.8 mil- 
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lion; Montana, $42.2 million; 
Nevada, $29.1 million; New Mex- 
ico, $35.4 million; Oregon, $39.6 
million; Utah, $27.6 miliion; 
Washington, $46.4 million, and 
Wyoming, $29.1 million. 

Late last year, the federal 
government assigned the last 
1,000 miles of the total of 41,000 
miles of interstate highways. 
Among these were a new route 
between Denver and Cove Fort, 
Utah, another between Ellens- 
burg, Wash., and Pendleton, Ore. 
The new 547-mile route running 
west from Denver will join an 
interstate link running from 
Salt Lake City through Las 
Vegas and into California. 

“ cd * 

FREIGHT RATE BOOST, av- 
eraging 3 percent, has been offi- 
cially requested by the major 
railroads. .. . This would be on 
top of increases in 1957 of 12 
percent in the West and cross- 
country. . . . Latest rail bid 
for hikes vary from commodity 
to commodity, but if granted, 
they’ll mean higher bills for 
Western businessmen. 

* ue * 

WESTERN BUSINESS OUT- 
LOOK for 1958 isn’t too good. 
... Layoffs in aircraft and re- 
lated industries will hurt par- 
ticularly early in the year, gov- 
ernment economists warn... . 
There will be some strong points, 


however, including: Home build- 
ing recovery (Western house 
construction hit only 162,000 in 
the first eight months of 1957, 
down 15,000 from the previous 
year); lumber production down 
10 percent last year, should rise, 
and shipbuilding activity is ex- 
pected to pick up strongly. 


* % * 


FINANCING for small firms 
through a new system of joint 
government and private invest- 
ment trusts is being proposed to 
Congress. .. . Plan would call 
for government and private in- 
vestors to buy stock in the 
trusts, which would in turn each 
re-invest in hundreds of small 
retail, wholesale and manufac- 
turing firms. ... Plan would help 
small firms by freeing them 
from reliance on debt capital in 
favor of risk capital, backers 
Say. 

* a od 

HUNTING, FISHING activity 
may suffer this year as a result 
of the government’s stepped-up 
defense efforts. . . .Officials ex- 
pect many types of fish, wild- 
life, and reclamation activity to 
be delayed to divert funds to 
missiles and A-bombs. . . . Re- 
vised apportionment of federal 
aid to the states for fish and 
game restoration has already 
brought a cut from $25.1 million 
to $21.3 million—California will 
receive $1.1 million. 

* 5 * 

WESTERNERS in the news 
include: Raymond J. Lloyd, new 
manager of the San Francisco 
branch of the Federal Trade 
Commission . 


MARVUWAKE WUKLY 


Merchandising Parking... 


To Promote Store Traffic Is Business-Getter 
As Well As Top-Flight Public Relations Hit 


Treichel's Hardware & Appliances 





Watsonville, California 


EFORE L. C. Treichel moved 
his hardware business last 
year to a new location on Main 
Street in Watsonville, Califor- 
nia, he made certain that there 
would be parking space for his 
customers. 


The advantage — even neces- 
sity — of providing off-street 
parking in the heart of a city’s 
business and shopping district is 
obvious, but Treichel’s utiliza- 
tion of this parking lot as a 
business-getter and public rela- 
tions tool may well contribute 
some useful ideas to merchants 
in similar situations. 


Since the 60-car parking lot 
represented an investment in- 
tended to be an advantage in the 
business, Treichel lost no time 
in calling public attention to 
this advantage. The full page 
ad announcing the grand open- 
ing of the new store made special 
note of the large parking area 
and invited the public to use it 
at any time for free parking. 


Public Relations Hit 

Here was Public Relations 
box office hit number one... 
a public invitation to park free 
of charge, courtesy of Treichel’s, 
in a congested shopping area. 
This could not help but warm the 
hearts of a public accustomed 
to stern signs — “Parking Re- 
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Free Parking 





REAR VIEW OF TREICHEL’S HARDWARE as seen from the parking area 
shows the wide door entrance as well as the glassed area that gives the 
passer-by a clear view of merchandise in the store. The large signs painted 
on the outside of the rear building identify the store and the type of mer- 


chandise available. 


stricted to Use of Blank Store 
Customers ONLY” or “Blank 
Store Parking—Limit 14 Hour.” 

Nor was this all. Treichel was 
quoted in the articles describing 
the new store thus: “We invite 
people to park in our lot and 
use the store as a passageway 
to Main Street. We’d like people 
to get used to the idea that we 
have two entrances—front and 
rear. We don’t mind people us- 


ing the store for a shortcut and 
they don’t need to feel they have 
to buy anything when they walk 
through.” 

Some mention of the parking 
lot and a reiteration of the invi- 
tation to use the store as an 
arcade was made in each of the 
articles in the four-page spread, 
containing congratulatory ads 
contributed by the store’s sup- 
pliers that followed the grand- 
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opening announcement page. 
Even a cursory scanning of these 
pages would give the reader 
the definite impression that 
Treichel’s was a friendly place 
with intent of serving him not 
just as a customer but as a fel- 
low-citizen of Watsonville. 


The parking lot runs from the 
alley way directly behind the 
store to the next street and is 
accessible from both alley and 
street. The store is located in 
the middle of the block, so the 
short cut through the store saves 
steps in getting to any business 
on the block other than the 
corner buildings. Undoubtedly, 
many a weary shopper would be 
tempted to try the cut through, 
and how much nicer to be given 
a blanket invitation to do so. 


Self Service Arrangement 

The news stories also empha- 
sized Treichel’s self-service ar- 
rangement. Again quoting Mr. 
Treichel: “One of our reasons for 
moving to the new location was 
to give space and elbow room to 
put into practice the idea of self- 
service. We have found that 
this method of merchandising is 
what the public wants. It makes 
for faster and more efficient ser- 
vice with no delay to the cus- 
tomer involved. 


“There’s no feeling on the part 
of the customer to be obligated 
to buy, but customers know when 
they are ready to make a pur- 
chase, there’s a clerk to help 
them.” Here is still further as- 
surance that the short-cutter 
will not have to worry about 
being pounced upon by a clerk. 


The side aisles at Treichel’s 
make the cut through easy and 
pleasant and it goes without 
saying that many of these in- 
vited trespassers stop to buy. 


In addition to this press pub- 
licity, Treichel called attention 
to the parking area with signs. 
A sign in front of the store 
announcing “Parking Area in 
Rear” is big enough to catch 
the eye of the passing motorist, 
and neon signs in the windows 
give the directions at night. 
There is also a large sign at the 
parking lot entrance on the 
street at the rear. 
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BROAD CENTER AISLE serves as a convenient arcade from Treichel’s rear 
parking lot to the Main Street of Watsonville. The public is invited to use the 
store for a shortcut without feeling obligated to make a purchase. The short- 
cut through the store saves steps in getting to any business on the block other 
than the corner buildings and has served as a good will gesture giving the 
impression that Treichel’s was a friendly place with intent of serving everyone 
not only as customers but as fellow citizens of Watsonville. 


Rear Entrance Dressed Up 

To invite entrance from the 
rear, Treichel has dressed up the 
back of the building to look 
like a store front, the wide 
glass doors serving as windows 
through which the parking lot 
users can glimpse the merchan- 
dise. 

As might be expected, there 
were the few who took undue ad- 
vantage of a good thing. When 
it became apparent that several 
employees in the office building 
across the street were using the 
lot for all-day parking, Treichel 
had windshield cards printed 
with the following message: 


We would appreciate your co- 
operation in complying with the 
parking rules on this lot. 
PARKING IS LIMITED TO 
TWO HOURS FOR 

CUSTOMERS OF OUR STORE. 
In the event that you would 
like full-time parking privileges, 
a permanent parking space, com- 


plete with your name, may be 
arranged at a monthly rate of 
$5.00 per month. 


Thank you for your cooperation. 
Lou Treichel 
Treichel Hdw. & Plbg. Co. 


All Day Parking 
The lot is big enough to allow 
for a limited number of spaces 
for all day parking and the of- 
fenders were happy to get space 
at this low monthly rate. 


According to Treichel, the in- 
vestment of $75 to $100 a month 
to provide customer parking is 
a reasonable outlay for a store 
of this size. The main store has 
an area of 47 x 145 feet and a 
40 x 47 foot mezzanine. Ware- 
house space in the basement 
measures 45 x 47 feet, and there 
is a 65 x 100 foot warehouse 
building just around the corner. 
The firm has 30 employees and 
operates a fleet of 11 trucks. 
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“No Paint Potential’ Proves Wrong 


ow thw wwe 


Aggressive Merchandising 
Sells $30,000 Per Year Vol- 
ume that Gets Customers 





To Go Out of Their Way to eH ‘ ene | 


Buy Paint at This Store 


Bubany Lumber Company 
Gallup, New Mexico 





MASS PAINT DISPLAY is considered Bubany’s best advertising asset. Al- 
most 30 per cent of the total floor space of the hardware division stresses paint. 


EFUSING to believe the statement that “the 

paint sales potential is almost too small to 
bother with” and doing, instead, an aggressive 
merchandising job based on fine, top-quality paint 
at list prices has worked out so well in the retail 
hardware division of Bubany Lumber Company, 
in Gallup, New Mexico, that in the space of a 
few years, manager Charles Kauzlaric has built 
up a volume in excess of $30,000 per year. 


When Bubany Lumber Company built its big 
retail store in Gallup a few years ago, the retail 
hardware division had no reason to expect that 
such a paint turnover could be created. Not only 
is Gallup a community of less than 20,000 popula- 
tion, but most of the market is made up of Navajo 
Indians, who, as wards of the government have 
limited purchasing power. Still, the “Indian capi- 
tal of the nation” was growing rapidly as are 
most other southwestern cities, and Kauzlaric 
felt that the predominance of wood construction 
in the area, proposed building of many motels, 
lodges, and tourist resorts would mean a worth- 
while paint market. 


Consequently, the retail hardware division of 
the Bubany Lumber Company “started big.” In- 
stead of putting in a small stock of paint in many 


38 


price lines and brands, Kauzlaric decided to sim- 
plify the stock problem by featuring a single line 
of paint which incorporated enough varieties, all 
at profitable prices, to meet the needs of the re- 
gion. Eventually, he settled on Benjamin Moore 
paints, manufactured in Denver, as best fitting 
into the sales picture, and has offered nothing but 
this line ever since. “We think there are a lot 
of advantages to building paint volume around 
one line which the dealer doesn’t realize,” Kauz- 
laric said, “one of them, of course, is that it les- 
sons the danger of disappointing the customer 
who buys the same color and price of paint this 
year which he purchased last year, or else to 
finish up a job for which he underestimated the 
paint required. Stability in the inventory such 
as this has meant a lot of good will, repeat busi- 
ness, and big orders which we could scarcely hope 
to maintain if we switched from line to line, and 
from one type of paint to another.” 

Almost 30 percent of the total floor space of 
the hardware division in the Bubany retail store 
is given over to paint display, which is in line 
with Kauzlaric’s theory that his best advertising 
asset is “mass display.” In addition to a 40-foot 
long wall section, just inside the window front 
at the right wall, there are 10 gondolas, each six 
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feet long by five feet high, and four tiers high, 
devoted to paint display. At the rear of the store 
there is still another big mass display of spe- 
cialized paints for farm use, including machinery 
paints, bar paint, exterior types for farm build- 
ings, special heat proof, moisture proof, and 
marine varieties. Whenever a space is open on 
the retail hardware sales floor, Kauzlaric auto- 
matically fills it up with a paint display. “We 
don’t have any trouble in building a mass display 
at any point in the store inasmuch as we maintain 
an inventory of between $15,000 and $20,000 
worth of paint at wholesale at all times.” 


With the mass display at the front of the store 
as his first merchandising step, Kauzlaric uses an 
unusual second one. He delights in taking paint 
customers back to the partition which divides 
the retail store from the warehouse at the rear, 
and pointing out that no less than 55 feet of 
storage bins, along the wall, towering up 18 feet 
high, are required to contain the Bubany paint 
stock. 


From the beginning, Kauzlaric has found that 
radio spot advertising is his most consistently de- 
pendable promotional asset, and the retail hard- 
ware division of the Bubany Lumber Company 
therefore runs an average of 10 radio spots per 
week, all slanted at homeowners, which casually 
inform the listener that Bubany has one of the 
largest stocks of paint in the state, emphasizes 
the brand, and invites the homeowner to bring 
his painting problems to the Gallup building 
materials store. The emphasis is always on ser- 
vice, rather than price; a policy which is followed 
in every customer contact, and which, eventually, 
was responsible for the fact that the retail hard- 
ware division sells 90 percent of its paint volume 
at full list price, with no discounts, “deals,” or 
giveaways involved. 


“We consider the paint in the retail hardware 
division our calling card where the homeowner is 
concerned,” Kauzlaric said, “and all the sales peo- 
ple on the floor make it a point to steer their 
customers over for a look at the paint stock, even 
if the customer simply came in to buy a hammer 
or a roll of screen wire. Being persistent about it, 
and making sure that every homeowner in the 
area knows the size of our paint inventory simply 
means that we are bound to be remembered when- 
ever the subject of paint comes up.” 


Service is also expressed in terms of a battery 
of paint shakers, permanently bolted into the 
cement floor at the front of the paint department, 
a $550 stock of paint brushes which ranges from 
25¢ throwaways to $15 professional brushes, a 
huge accessories stock which incorporates every 
tool and accessory. For example, there are some 
16 type of rollers available in the retail hardware 
section. Since the store has found that individual 
homeowners make up the bulk of its paint sales, 
and at a consistently better profit than sales to 
painting contractors, Bubany “bends over back- 
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BIG BACKUP STOCK of paint absorbs 55 feet of storage 
bins along the towering 18-foot high wall. Bubany’s main- 
tains an inventory of between $15,000 and $20,000 worth 
of paint at wholesale at all times. 


wards” to make sure that the customer who comes 
to the store with a painting problem is not dis- 
appointed. “We do everything short of sending 
an actual painter out to finish up the job,” Kauz- 
laric said, “and only if the homeowner gets as 
good or better results than he expected in re- 
decorating with paint can we depend upon him 
coming back for another purchase later on.” 


The result of these methods has been a sales 
volume of from $30,000 to $35,000 per year in 
paint volume for each of the last five years, regu- 
lar buying in drop shipments of from 100 to 150 
cases of paint twice a month, and a “paint reputa- 
tion” which even brings in mail-orders from 
points throughout the entire southwest. “There is 
no merchandising message involved,” Kauzlaric 
said. “What we have done is to simply carry 
so large a stock in paint that no customer will 
ever be disappointed, make sure that the public 
knows about it, and continue to hammer away 
at the need for buying quality and dependability 
in paint, rather than price. The important thing 
is that our customers are going out of their way 
to buy paint from us.” 
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Tremendous Stock, Variety 
Fulfills Customer Needs 


The Myers Co. 
Roswell, New Mexico 


RCHIE CAMPBELL, president and general 
manager of The Myers Co. at 106 So. Main 

St. in Roswell, N. M., reports: “Having an un- 
usually large variety of items and, at the same 
time, a great depth of stock, does four things 
for us: 

1. We attract business because we have so 
much merchandise in stock. 

2. Allied lines receive a tremendous response 
because a customer likes to buy as many of his 
farm needs in one place as possible. It saves him 
time and trouble. 

3. Customers tell their friends to try us first 
and that in all probability they won’t have to go 
any further. 

4. Distributors buy odd sizes of cap screws and 
other parts which is not only profitable but creates 
further word-of-mouth advertising and publicity 
for the firm. 

The Myers Co. maintains one of the largest 
stocks of hardware and farm equipment in New 
Mexico. 

A farm machinery room, approximately 40 feet 
square, is used to display different types of trac- 
tors and farm machinery. It opens out to the 
left of the main hardware sales area. Adjoining 
this area is a 125 by 198-foot breezeway built to 
display equipment too large to show in the farm 
machine room. 

A third sales “floor” for farm machinery is 
the yard beyond the breezeway and behind the 
main building. 

A complete line of tools, paints, hose, bolts and 
nuts, and parts for M-M farm equipment is 
stocked. In addition, there are well-kept stocks 
of electrical appliances, radios, television sets, 
gas and small electric appliances, home freezers, 
sporting goods, guns and ammunition, garden 
tools, nuts, screws and bolts, pipe fittings, and 
steel goods. 

The general manager says, “Distributors come 
here to pick up sizes of cap screws, because we 
have the most complete assortment of sizes to be 
had anywhere in this area.” 
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PREPARING ADVERTISING COPY from material re- 
ceived from a supplier, store president and general man- 
ager Archie Campbell (above) checks over the message 
he hopes to carry over to customers. 


The president notes the volume of the sales 
increase each year and that the outlook is even 
better. Sales the first nine months of 1957 were 
25 percent larger than total sales for 1956. 

Mr. Campbell is proud of the frequent remarks 
made by customers among themselves and to their 
friends, “You can get what you need at the Myers 
Co.” It is a policy of the company that if the 
store does not have what a customer asks for, they 
will get it no matter what it is. 

When stock runs low, says Mr. Campbell, on 
any item an order is made that day and it is 
checked to make sure it is mailed that day. Ex- 
cellent relationships with salesmen and sources 
are invaluable to the firm. Archie Campbell in- 
sists, “The salesmen who call on us get our at- 
tention. They are nice fellows and we like them. 
They talk over what is selling in other areas. If 
they have any specials, we get them. You can’t 
buy that kind of attention.” 

Using manufacturers’ literature as part of 
their advertising proves valuable to the firm. Each 
piece is evaluated for its presentation of new 
products, new prices, and sales stimulating fac- 
tors. 

Direct mail is highly effective for the Myers 
Co. by using these printed pieces. Mailings are 
made to all rural boxes and all nearby towns. 
Every house in Roswell receives their advertising 
piece in a campaign. They are delivered by Boy 
Scouts. This is the store’s method of promoting 
Christmas merchandise. Christmas catalogs are 
distributed November 10. 

Each year the company uses a large advertise- 
ment in the directory of the Eastern New Mexico 
State Fair, held in Roswell. Last year Archie 
Campbell served as one of the directors of this 
popular event. 

The weather story is given daily in Roswell 
over station KSWS with The Myers Co. sponsor- 
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WALL SECTION attractively displays sporting goods, 
paints, tools, hose, bolts and nuts and parts bins. 


ing it. This is at 12:10. A weekly television pro- 
gram is presented over KSWS-TV. Consistent 
advertisements in the Roswell Daily Record pay 
off handsomely. 

Variety definitely creates goodwill for the store 
and this, in turn, results in word-of-mouth ad- 
vertising. Mr. Campbell has observed this re- 
action for many years. A profitable mail-order 
volume adds to profits and is secured from the 
southeastern N. M. area. 

Service calls are taken care of, regardless of 
the hour. The farmers know the salesmen and 
representatives of the firm personally. All cus- 
tomers are called by their first names. 

Mr. Campbell, in discussing future plans for 
The Myers Co., states, “We will emphasize pack- 
aging of items in various lines in the future. This 
is to provide better service to the customer. For 
example, the packaging of nails in one- and five- 
pound packages displayed in wire racks for 
greatest visibility and ease of handling.” 

Participation in everything for the good of 
Chaves County pays handsome dividends for this 
hardware store. An example is payment of the 





KITCHEN UTENSILS and masonry tools are placed in 
full view of customers in one section of center aisle. 
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ventory showing the inventory record tags. 


firm’s recent $97.20 for the blue ribbon lamb 
shown by the 4-H Club at the E.N.M. State Fair 
held in October. 

Says Archie, “This is what I am proud of, in 
our business. The company was established in 
1905. We have never missed a discount of an 
invoice since we have been in business. We do 
pay our invoices promptly. I look forward to 
coming down to the store every morning because 
it is such a pleasure to do business with our cus- 
tomers.” 

The Myers Co. pioneered farm machinery 
equipment in the Pecos Valley in which it is lo- 
cated. Since it is such a large investment for 
the farmer every effort is made to provide the 
best possible product for each dollar invested. 
The same with tools, garden supplies, paints, and 
so on. The best quality in order to get the best 
return for the farmer is a proven merchandising 
principle with this dealer. With The Myers Co. 
estabilshed as a one-stop shopping center for the 
purchase or repair of farm supplies this firm 
intends to go along with its money-maker—a 
tremendous variety of items and lines. 





CENTER VIEW of the main sales area of the hardware 
department is shown in the above photo. 
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STAMPS OUT STAMP PLAN 


Southern California Dealer Discontinued 
Trading Stamps after two years ... Found 


little complaint from customers 


RADING stamps were discon- 

tinued a few months ago at 
Smith’s Hardware, San Gabriel, 
California. They were stopped 
with a minimum of complaint 
from the firm’s customers. 

Smith Hardware is in the cen- 
ter of the progressive city of 
San Gabriel, California, in a 50 
x 120 foot building, located on a 
busy corner. 

Smith Hardware was started 
in 1945, but it was not until July 
1955 that trading stamps were 
used. For two years the stamps 
handled were of a national brand. 
But never again! 

When the stamps were first 
being passed out, they were 
handed only to those customers 
who asked for them. Soon other 
customers were coming in and 
complaining because they didn’t 
get any, “but my neighbor does 
and I should too.” After months 
of such complaints Gillford 
Smith decided to hand out the 
stamps to everyone making a 
cash purchase. 

For a year it went this way, 
and each month got a little 
worse. An example is the argu- 
ments over returned merchan- 
dise. A customer would return 
an item and ask for a cash re- 
fund. Okay. Then the sales- 
clerk would ask for the stamps. 
But they never found a customer 
with them. Excuses were plenti- 
ful: (a) You didn’t give me any. 
(b) Oh, I always give them away. 
(c) I’ve pasted them in my book. 
(d) I’ll bring them in the next 
time I’m here. Needless to say, 
no stamps were returned. 
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Smith's Hardware 
San Gabriel, Calif. 
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SELF-SELECTION SYSTEM was established several years ago. Six sales- 
men work during peak periods to supply personal attention when needed. 


When they first started, and 
gave stamps only to those ask- 
ing for them, the cost per month 
was $150. But by the end of the 
first year when the stamps were 
given to every buyer, the cost 
zoomed to $600 a month. 

According to Smith this $600 
was being paid to have his own 
customers go elsewhere and get 
hardware items “for free’ — 
hardware merchandise that 
otherwise they would have 
bought from a hardware store. 
A majority of 98 percent of the 
portion of the items offered by 
the stamp company consists of 
hardware store merchandise — 
which Smith declares is direct 


competition to him. According 
to Smith, he was paying them 
$600 a month, helping them to 
stay in business. 

“At the end of the year, we 
started raising prices,” says 
Mr. Smith. “We had to in order 
to have a reasonable profit left. 

“But we didn’t fool anyone. 
Soon customers were comment- 
ing they’d seen the same item 
elsewhere for less. And a few 
remembered the previous price 
in our store ... 80, more com- 
plaints and dissatisfied custom- 
ers.” 

Smith and his six employees 
discussed the matter in detail 
and decided they’d be better off 
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without the trading stamps. 
Upon studying his books, Smith 
came up with a startling fact. 
If he stopped the stamps he 
could drop as much as $40,000 
of his business volume in a year 
—and still show no lower net 
profit than he was making. 

“Think of that! We could take 
in $40,000 less in a year and yet 
have the same net profit,”’ says 
Smith. “Even if we lost the forty 
thousand, which I strongly 
doubted, we’d be way ahead. We 
even had some customers who 
wanted us to advance them hun- 
dreds of stamps so they could 
fill the book in a hurry. They 
were obtaining our stamps to fill 
the bok, so they could go to the 
redemption station to get mer- 
chandise I was trying to sell.” 

Suddenly on July 1, 1957, 
Smith discontinued trading 
stamps. 

Customers were given a print- 
ed sheet (Exhibit I) notifying 
them that trading stamps were 
abolished and stressing the fact 
the customers did not actually 
get the stamps free, prices hav- 
ing been raised. 

“We prepared ourselves for 
customer complaints,” explains 





Gillford Smith, owner-operator Smith 
Hardware, demonstrates an_ early 
American lawn-mower. The left han- 
dle is stationary, with the right one 
moveable. Smith has a large collec- 
tion of old wood tools, which are 
used as eye-catching displays in this 
store—placed there “every once in 
awhile.” 
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ANNOUNCEMENT 


For the past two years we have been passing out trading 
stamps, and during this period our volume has failed to 
increase enough to offset the stamp cost. Neither have 
we been able to increase prices to pay one-half the cost. 
There is only one place we can get the money for these 
stamps, and that is from you, our customers. We have 
raised prices in several departments in an effort to offset 
the cost of trading stamps and have been told our prices 
are too high. 

Some customers who are not stamp savers ask for cash 
refunds as they feel they are paying for them anyway— 
then there is the case where merchandise is returned 
without stamps, and hard feelings result when we ask 
for the stamps to be returned. 

After asking a large majority of our customers if they 
really save the stamps, we learn that they give them 
to neighbors, daughters, or just put them in the bureau 
drawer. These stamps have been paid for by us, whether 
they are ever redeemed or not. 

We have 25 years of savings invested in Smith Hardware 
and try to maintain a complete stock for our customers’ 
needs at a fair price. In fairness to you and to ourselves 
we have decided to discontinue trading stamps, and will 
substitute a refund drawing each week — ASK FOR 


DETAILS. 











Mr. Smith. “We were surprised 
at the remarkably few com- 
plaints. Most of these were from 
women. 

“In fact, many men told us 
they were delighted we had 
dropped the stamps—explaining 
they had only bothered with 
them because their wives had re- 
quested that they do so. 


Substitutes Bonus Pian 


“We immediately substituted 
a cash bonus refund plan. 

“We lost some customers when 
we dropped the stamps, but so 
few it made no difference in our 
dollar volume. Month for month 
we have been running the same 
dollar volume or better, and do- 
ing so without paying out $600 
a month to the stamp company.” 

The cash bonus refund plan is 
highly successful and the cus- 
tomers like it according to 
Smith who also likes it. 

The plan is simple to operate. 
When customers pay the cashier, 
they are handed a slip of paper. 
On this they put their name and 
address and the amount of the 


purchase, less sales tax. This is 
dropped into a container at the 
cash register. 

Once a week three slips are 
drawn out of the container. A 
posteard is written to each of 
the three. It informs them that 
they are the winners that week, 
and upon surrendering the post- 
card they will be paid in cash 
for the amount on their slips— 
and the amount is listed on each 
card. 

Almost without exception, the 
winners spend their refunds buy- 
ing things at Smith’s Hardware. 
This, of course, gives them an- 
other slip and a chance on the 
next week’s drawing. 

From Smith’s point of view 
the best part of the plan is not 
paying the $600 a month for 
trading stamps. Instead only an 
average of $68 a month achieves 
the same results. 

Important, too, is the cus- 
tomer reaction. It is good. The 
plan is well received. A good 95 
percent take the time and trouble 
to fill out the slip—proof they 
approve! 
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H IG H “LOW SELLING SEASONS 


Wyoming Dealer Solves Long Winter Slump by Making Items to Sell 


to Tourists in Heavy Summer Traffic 


DOUBLE punch is used by 
Harry G. Weston, owner and 

manager of Jackson Mercantile 
Co., Jackson, Wyoming, to make 
the most of the three-months’ 
tourist season. 

Located in the famed Jackson 
Hole country—a hunting and 
fishing paradise—Mr. Weston 
qualifies himself to give helpful 
information to the sportsman in 
regards to the places to go and 
the equipment to use. During 
the winter season a salesman, 
Jim Ball, makes items of elk- 
horn that attracts tourists and 
create floor traffic and sales for 
the firm. 

Approximately 40 years ago 
Roy Van Vleck established the 
business. He built up a mag- 
nificent collection of trophies 
showing specimens of game 
found in the area. Coupled with 
this was a unique framed col- 
lection of Indian arrowheads 
native to the region. 


Several years ago Harry Wes- 
ton bought the business from 
Mr. Van Vleck and made the 
most of the trophies and arrow- 
head displays. They are put on 
exhibit in various focal traffic 
areas ...in the windows, and 
on the walls. 

Jim Ball, a patient craftsman, 
cuts a disc from an elkhorn, 
drills a hole in it, and makes an 
effective key tag. A practical 
and eye-catching item is his elk- 
horn door handle. Other popular 
items include elkhorn buttons, 
toothpick holders, match hold- 
ers, salt and pepper shakers, ash 
trays, lamp stands, lamps, can- 
dle holders. 

Mr. Weston further boosts 
sales during the three months’ 
peak season by making full use 
of his abilities as a skeet shoot- 
er, fisherman, and general lover 
of sports and the surrounding 
country. He is eager at all 
times to give sportsmen direc- 
tions concerning choice fishing 


and hunting locations. Added to 
this is the complete stock found 
at Jackson Mercantile and the 
result is a highly profitable sea- 
son each year. 

To offset his overhead in the 
remaining nine months Mr. 
Weston successfully promotes 
hunting equipment and supplies 
in the fall. He devotes his win- 
dow displays to these lines and 
he and his personnel “talk up” 
guns and allied equipment at 
this time of the year. Sales are 
satisfactory, he reports. 

Alert dealer Weston further 
levels out his volume, after the 
peak tourist trade business, by 
catering to farmers and ranch- 
ers in the area. His willingness 
to talk and his sincere interest 
in the problems of these two 
types of income-earners fit in 
perfectly with the mood and the 
manner of residents in the area 
who come into town once in sev- 
eral weeks during the winter 
season. 





Coupon Advertising Boosts Trike Sales 




















POCATELLO, IDA.—There’s something about a coupon! 
Bistline’s Hardware Store here pulled extraordinary re- 
sults with a coupon offer giving $4 discount on a $13.98 


children’s velocipede. 


The small coupon was inserted in a newspaper ad for 
the firm, and customers were invited to fill out the form 
and bring it into the store for the $4 discount. 

A spokesman for the firm said the offer sold “a good 
number” of tricycles. “And,” he added, “strangely enough, 
the offer resulted in the sales of quite a number of more 
expensive velocipedes. People came in with the coupon, but 
decided to buy a more expensive trike.” 
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DISPLAYS GO WESTERN 


Dramatic display stops the customers, accord- 
ing to Gerald Block, president, Builders Empo- 
rium, 5960 Sepulveda Blvd., Van Nuys, Cali- 
fornia. “Before we can sell a person, we have to 
stop him . . . capture his attention,” said Mr. 


Block. “That’s why we employ a display special- 
ist who comes up with imaginative displays.” 

Bill Haber, display manager, is the person who 
supplies the original display ideas such as those 
shown below. 





HORSES’ HEAD and a rented saddle help to make up the 
“work horse” shown behind corral as a promotion for the 
power tool department. 





WESTERN THEME was carried out with actual rustic 
fence (borrowed), cattle horns, horse collars and harness. 
Display helped to draw many prospects for power tools. 
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“PETER BUNNY?” is surrounded (above) by children in 
front of Beardsley’s Hardware filling a pre-Easter en- 
gagement. 


Shopping Center Promotes Easter 


ssMETER BUNNY” made Easter a happy and 

profitable season for the merchants and cus- 
tomers of Santa Fe Springs Shopping Center in 
Norwalk, Calif. 


King Beardsley, owner of the hardware store 
which carries his name, plays an active part in 
such promotions of the shopping center. Beards- 
ley, whose store is located in the center, serves 
as president of the center. 

The center recently rolled out the red carpet 
for “Peter Bunny” who descended upon the area 
via helicopter on a Saturday before Easter and 
cavorted about the center to the delight of young- 
sters and their parents who followed him about 
and through the shops. 

“Aim of the promotion,” Mr. Beardsley said, 
“was to stimulate interest among residents of 
the area to shop in our center. 

“This is just one of many promotions staged 
by our Business Association to boost our Shop- 
ping Center,” Mr. Beardsley said. “We have 
sponsored the local Home Owners’ Association 
Easter egg hunt in a nearby park. And promoted 
a ‘Communit; Fair’ in our Shopping Center. At 
this ‘Fair’ local Boy and Girl Scout and other 
community groups participate. 

“All of this activity is designed to attract resi- 
dents in the area to our Shopping Center. You 
might say, it’s a part of our program to develop 
a ‘shopping habit pattern’ among residents in 
our area.” 
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ADVERTISING... 
Helps Idaho Stores 


THE STATE HARDWARE STORE, Pocatello, Idaho, 
dipped back in its file of old newspaper ads to lay out 
a newspaper display advertisement to show all prices 
haven’t become inflated. 

The store, in a three-column display advertisement 
in the local newspaper, reprinted in full, an ad the 
store ran in 1946. 

The 11-year-old ad offered special close-out values 
in wallpaper at half price and less. 

The ad stated: “Now 11 years later, regardless of 
the increased prices during the last 11 years you can 
buy even better quality wallpapers at these same low 
prices in our store. 

“THAT’S PROGRESS,” the ad added. 


A store official said the ad served as a graphic re- 
minder “that everything hasn’t gone up in the past 
decade.” 


POCATELLO HARDWARE AND CANVAS CO. in 
Pocatello, Idaho, carried on an unusual trade-in sale 
which produced results. 

During a limited time the store offered to give a 
$1.25 credit on any old pot or pan turned in on the 
purchase of any stainless steel cooking ware piece on 
display. 

The store offered $1.00 trade-in allowance on other 
products as seen in the accompanying advertisement. 

A store spokesman said the trade-in promotion pro- 
duced a “record amount of new business.” 











STATE HARDWARE 
Opened in 1946 
and our ads looked like this 





Now, 1] Years Later 


Regardless of the increased prices during the last 
1) years you cen buy even better quality wallpapers 
at these seme low prices in our store... 


_ ++ That's Progress 


STATE HARDWARE 


352 North Main 











Old Kitchenware Trade-in Sale 


NO INFLATION here points out 
the above ad which was run 11 
years ago by State Hardware Store 
and rerun recently as a graphic re- 





leok! what you 


Save at Pocatello WE'LL GIVE YOU... 


minder that everything hasn’t gone 


Hardware this week! 


$1.25 ALLOWANCE 


for an old Pot or Pan towerd the purchase of 
Stainless Steel Cooking Ware. 





WE'LL GIVE YOU... 


$1.00 ALLOWANCE 


on any old Knives toward the purchase of selected 
“Henckels” Twin Brand Butcher Knives. 











WEL GIVE YOU... 


$1.00 ALLOWANCE 


for any old Egg Beater toward purchase of famous 
Flint No. 676 Egg Beater, 


WE'LL GIVE YOU... 


50c ALLOWANCE 


2] for any old Kitchen Tool toward purchase of Flint 
we Stainless Stee! Kitchen Tools. 

















THIS OFFER GOOD LIMITED TIME 
ONLY - SO HURRY! 


WE GIVE 2 GREEN STAMPS 


, <ty t. 44664 


HARDWARE 


& CANVAS. INC 











up in the last decade. 


NOVEL KITCHENWARE SALE 
as advertised in the local news- 
paper (left) created a flurry of 
business for the Pocatello Hard- 
ware and Canvas Co. Varying 
amounts of credit were given to- 
ward the purchase of such items as 
stainless steel cooking ware, egg 
beaters, butcher knives, etc. 
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The Second Sale 


The Change Is Traded 


for One or More Screwdrivers 


NVITING customers to take 

their change in screwdrivers 
when paying for any purchase 
in the self-service store is a 
clever stunt which has created a 
lot of added profit through the 
entire year for McGuckin Hard- 
ware Company, in Boulder, Col- 
orado. 

This novel approach to the 
odd-change market takes place 
alongside the cash register 
mounted on a check-out stand at 
the front of the suburban shop- 
ping center hardware store. 
Here, a plastic wastebasket is 
shown filled with screwdrivers 
of various types and sizes, and 
priced from 29¢ to 79¢. There 
are usually 45 or more on dis- 
play in the yellow wastebasket, 
and attention is attracted by a 
small sign, taped to the side of 
the wastebasket which suggests: 
“Take your change in screw- 
drivers.” 














J. McGuckin, store owner, set 
up the display on the theory that 
“no homeowner had too many 
screwdrivers,” and to capitalize 
likewise on the impulse of the 
usual customer to pick up any 
last minute bargain offered at 
the cash register location. Con- 
sequently, he bought a stock of 
low priced screwdrivers in many 
sizes, all certain to be useful 
around the home. Pointing them 
out to customers who had change 
in the amounts approximating 
the price of the screwdrivers on 
display, he suggested to every 
customer that “now is the time 
to pick out the screwdriver you 
may need tomorrow.” 

This approach worked out so 
well and the small change from 
so many purchases covered the 
price of the screwdrivers offered, 
that McGuckin decided to make 
the offer a permanent one and 
develop the catchy “Take your 





change in screwdrivers” slogan. 

Most popular models, reports 
the Colorado man, have been me- 
dium size clear-plastic-handled 
screwdrivers which are small 
enough to fit the many loose 
screws which are bound to turn 
up in the average home yet 
sturdy enough to be used in the 
home hobby shop if necessary. 
Almost any size or type of screw- 
driver sells when offered as 
“change” however, McGuckin 
said, so long as the price is held 
down to somewhere between 29¢ 
and 79¢. “Even women who ap- 
parently have no interest or 
knowledge of tools whatsoever 
respond to the screwdriver of- 
fer,” it was pointed out, “ap- 
parently remembering instances 
in the past when a screwdriver 
was badly needed but could not 
be found. Where men are con- 
cerned, the offer is most effec- 
tive, of course.” 





HARDWARE WORLD'S WESTERN HARDWARE 50 YEAR CLUB 





RECOGNITION is given in the following columns to firms who 
have served the Western Hardware market for 50 years or 
more. Others who may qualify should send full details to the 
editor, HARDWARE WORLD, 1355 Market St., San Francisco. 
IF YOU have achieved the 50 year mark, write today! 





Hardware "Bug" Bit In 1900 


GONZALES, Calif.—Jack D. Jo- 
hannsen of Gonzales Hardware Com- 
pany has been serving the hardware 
industry for more than 50 years 
starting in 1900 when he worked part 
time in Bradley filling in for the 
owner of the hardware store who was 
in the hospital. 

Since that time Johannsen has been 
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active in the field on a full time basis 
starting in 1905 when he went to work 
for the Bunte store in San Lucas. 
From 1913 to 1916 he was employed 
at A. Widemann Co. in King City. In 
1916 he came here to work for Sneible- 
Tavernetti Company. 


It was in 1921 that Johannsen 
entered business for himself buying 
an interest in Gonzales Hardware. He 


recently was awarded the Estwing 
Gold Hammer. 

HARDWARE WORLD takes this 
opportunity to extend membership 
in the 50-Year Club to Jack D. 
Johannsen. 


Hubbard Joins Club 


HUBBARD, Ore.—Hubbard Hard- 
ware dates back 61 years, first owned 
by a member of the Scholl family, 
pioneers in the Hubbard and Aurora 
area whose descendents still live here. 
The store last year was bought by 
Ervin A. Susa from Harry E. Van 
Arsdale who operated it since 1949. 

Hardware World is pleased to ex- 
tend membership in the 50-Year Club 
to Hubbard Hardware. 
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MARCH MERCHANDISING 



































FIRST WEEK SECOND WEEK THIRD WEEK FOURTH WEEK 
March 1-7 | March 8-14 | March 15-21 | March 22-28 
| in | | 
| WINDOW A | FIXTURE IMPROVE- | TABLE TOP COOKING TABLE TOP COOKING | EASTER GIFT TIME | 
| | MENT TIME (Cont) | | 
| | | 
| WINDOW B HOME IMPROVEMENT | | SPRUCE UP FOR | SPRUCE UP FOR 
| | | SPRING | SPRING 
| | 
| IN-STORE PREPARE THE GAR- TABLE TOP COOKING | SPRUCE UP FOR | EASTER GIFT TIME 
| PROMO- DEN (Feature all items (Feature electric house- | SPRING (Feature ail Feature all gift items 
| TIONS needed for early Spring wares for cooking) | types of cleaning sup-_ | nd Toys) 
| AND gardening) | plies and equipment) | 
| SOURCES PREPARE THE GARDEN | THIS WAY TO OUT- 
| FOR AUTO ACCESSORIES (Cont.) | PREPARE THE GAR- DOOR FUN (Feature 
Fe ature t atteries, | Cont.) wheel S, b. ball | 
ee a i gash AuTO accessories | DEN ‘Cont eee 
| lios, etc.) (Cont.) | TABLE TOP COOKING | rd gyms. portable 
| BEEKEEPER SUPPLIES BEEKEEPER SUPPLIES magn | wien Tinted 
Feature hives, supers, Cont.) AUTO ACCESSORIES | SPRUCE UP FOR 
brood founda- | Cont.) SPRING (Cont 
cath at | BEEKEEPER SUPPLIES TABLE TOP COOKING 
(Cont ) Cont.) 
| AUTO ACCESSORIES 
| BEEKEEPER SUPPLIES 
| ( re 
FOR AD- 
DITIONAL 
| PROMOTIONS 
| | 
| 
| | | 
} 
| | 
SPECIAL March 17—St. Patrick's 
DATES Day 
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NOW = 4 FERTILIZER APPLICATOR 
FOR UNDERGROUND SPRINKLER SYSTEMS 
ae 
































WATERFEEDER. model 200 $g95 


(%” pipe size) 





CHECK THESE FEATURES pene cc ceere 
 @ Designed for use with WATERFEED® or any sol- Full flow design results in negligible pressure 
uble plant food — liquid, granulated, cartridge or : oe eae 







Use the balanced nutrient fertilizer... 


WATERFEED. 


is a concentrated high analyses water soluble cartridge type fertilizer. 
It has been designed in two formulae to cover all the gardener's needs 
y i hid and to take advantage of the water feeding method. May be used for 












Toe 
LS 
root or leaf feeding. Will not burn. 


@ for LAWNS — WATERFEED 30-10-10 PROEN PRODUCTS CO. 


For lawns and other plantings which primarily require nitrogen, such 
as leafy shrubs, trees, etc. $4.95 per box of 200 cartridges. 9th & Grayson 


@ for FLOWERS — WATERFEED 15-40-10 Berkeley 10, California 
For flowers, flowering shrubs and vegetables. Also other plantings 
which primarily require phosphoric acid. 

$5.30 per box of 165 cartridges. 


CONTRIBUTIONS TO FINER GARDENING 
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MARCH PROMOTIONS 





Home 
Improvement 


Schedule: March 1-14 


OBJECTIVE—This event is tied in with the 
efforts made by the Home Improvement Council. 
They are carrying out a year-around campaign to 
interest homeowners in improving their premises, 
both inside and out. 


PRODUCTS TO PROMOTE—Home improve- 
ment is based principally upon remodeling, refin- 
ishing, making additions to the home, redesigning 
the outward appearance, etc. The hardware re- 
tailer can offer paint and supplies, power and hand 
tools to handle alterations and additions, glass for 
new windows, electrical supplies, lighting equip- 
ment, both interior and outside, decorative out- 
door items such as trellises, lighting posts, mail 
boxes, etc. 


WINDOW—Sign in the window should read: 
“Home Improvement Equals More Comfort, Bet- 
ter Appearance, More Value.” At the bottom of 
sign put “Do It Now!” Use other signs around 
the window like “Do It By Painting,” “Do It By 
Alterations,” “Do It With Accessories.” Display 
the type of merchandise which goes with the sign. 
The painting area naturally includes all kinds of 
paint supplies. For alterations display all kinds 
of tools. For accessories display such things as 
lighting fixtures both indoor and outdoor, mail 
boxes, decorative house numbers, trellises, ete. 
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DIRECT MAIL—Use a packet mailer which 
would include a letter and advertising pieces from 
various manufacturers whose products will be 
promoted in this campaign. 


RADIO AND/OR TV AD—Your radio commer- 
cials can discuss various advantages of home im- 
provement, each one at a different time. One 
time mention the increased value that the home 
owner can give to the home by various improve- 
ments and then mention the kind of improvements 
that can be made. The next time emphasize the 
comfort of the home and the kind of products 
necessary to bring this about. The next time 
suggest how the appearance can be made more 
attractive, and the type of items that will help 
do the job. This promotion lends itself very well 
for TV as you can show pictures of homes that 
have been improved and explain how. Various 
products can be shown, and if there is anything 
unusual about their application it can be dem- 
onstrated on the program. 


NEWSPAPER AD—The head can be designed 
very much like the sign in the window. Then 
show pictures of various products that you are 
promoting for home improvement with full ex- 
planation under each illustration and be sure and 
list all prices. 
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HERE’S THE GREATEST REGINA PROGRAM EVER! 
introducing new better-than-ever models for 1958 


SAF? q 
31 color advertisements | 
in 17 magazines! 


Life 

Mole) 

McCall's 

Ladies’ Home Journal 
Better Homes & Gardens 
American Home 

Living for Young Homemakers 
House Beautiful 

House & Garden 

Sunset 

New Homes Guide 
Home Modernizing 


House & Garden's 
Book of Building 


House Beautiful's 
Building Manual 





Bride’s Magazine 
Viferel-1anm siale(=) 
Bride & Home 


America's No.1 Polisher 
New '58 


REGINA 


CUSTOM 400 
\ 


VN 
Twin Bevsn 


America's most sensational 
vacuum cleaner! New '58 


REGINA™ 
Elecliibbroom 


making 49 million consumer 
impressions from January 
through June! 


POLISHER & SCRUBBER 
The polisher most people know and 
want! More heavily advertised than 
all other polishers combined! Proved 
best for over 25 years! New ‘58 
model improves on perfection with 
better-than-ever motor, brushes 
bumper, ventilating system! 


Plus full-page ads on 
Regina Model A 16-inch 
Twin-Brush Floor Machine 
in. 5 institutional publications 
tota/ circulation 200,000 


Like no other vacuum! Sells like 
wildfire—even to people who already 
own vacuums! Sales doubled in 1957 
alone! And every Electrikbroom 
owner raves about it! Great gift item! 
New '58 model offers bigger filter 
area, roomier dirt cup, streamline 
design! 








TIE-IN! GET TOP VOLUME WITH REGINA—TOP NAME IN FLOOR CARE! 


Ae EEE EEE EEE EEE EEE EEE EEE EEE REESE EEE EEE EH, 


THE REGINA CORP., 75 Regina Avenue, Rahway, N. J. 


Custom 400 Polisher and Scrubber, 
Model A Floor Machine 


IT am interested in the ____ the new 600 
Electrikbroom 


Please send me 


Write TODAY for FREE dealer helps ; 
Newspaper Mats « Statement Stuffers 
Radio Commercials * TV Commercials : 


Name and address of distributor for my territory 


REGINA dealer helps 


Give-Away Booklets 


NAME STORE NAME —_——— 
ADDRESS 
city ZONE STATE se 


IN CANADA: Switson Industries, Ltd., Welland, Ontario 
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MARCH PROMOTIONS 





Table Top 
Cooking 


Schedule: March 8-21 


OBJECTIVE — So many electric housewares 
items are made now for various types of cooking 
that the housewife can actually cook an entire 
meal right on the table where the food will be 
served. This promotion tries to sell the idea of 
table top cooking rather than just promoting elec- 
tric housewares as such. 


INSTORE DISPLAY—Set up a table in your 
housewares section with table settings for four. 
In the very center attach a three-foot dowel with 
a pennant on it saying: “Table Top Cooking.” 
Place electric housewares items such as rotisserie, 
electric fry pan, electric sauce pan, electric grill, 
automatic coffeemaker and many other products 
which lend themselves to this promotion. 


WINDOW—Place a table in the window. If 
your window is too high, get a table that can be 
cut down so that the legs are only four or five 
inches above the floor of the window. If the floor 
of your window is equal to the sidewalk then use 
a normal table. Set the table with china for four 
persons, then put your electric housewares items 
in the center. Select a group that could cook an 
entire meal. Piace a lath upright from the back 
of table upon which are attached many paper 
pennants. On these pennants start at the top 
with the words “Table Top Cooking.” The follow- 
ing one should read, “It is Fun; It is Easy; It is 
Modern; Food is Piping Hot,” and the last one 
should read “Try It.” 


SPECIAL EVENT—The table on the inside 
can be used for demonstrations if you wish. Plan 
to cook various things that could make up a com- 
plete meal. Give samples of it to those watching. 
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Put a chicken in the rotisserie. As soon as it is 
finished it could be given away to one of the 
lucky onlookers and a new one can be put in to 


cook. 


DIRECT MAIL AD—Send out a postcard with 
the following copy: ‘For modern, casual living 
the trend is to Table Top Cooking. You are in- 
WHE OD vkvdctwscs Hardware Store on ........ 
(Date) to see our exhibit of Table Top Cooking, 
and also to taste some of the ‘goodies’ that will 
be made on the various table top appliances. Don’t 
miss this enlightening demonstration.” 


RADIO AND/OR TV AD—For radio commer- 
cials keep exploiting the idea of casual living and 
the enjoyment and ease of cooking while the whole 
family looks on. For TV have a table setting 
with the family sitting around watching Mother 
serve soup to coffee, from appliances on the table. 


NEWSPAPER AD—Use the copy “Table Top 
Cooking Is Fun, Is Easy, Is a Delight to the Whole 
Family. See our demonstration of Table Top 
Cooking now.” If you can have an illustration 
made use a picture of a table setting with a com- 
plete group of appliances in the center. This should 
be a line drawing and each one should have a 
number. Below the picture give a complete de- 
scription of the appliance with its corresponding 
number. This should make a very attractive and 
unusual ad. 
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MARCH PROMOTIONS 





Spruce Up 
for Spring 


Schedule: March 15-28 


OBJECTIVE :—This is the annual spring clean- 
ing campaign and should promote all types of 
items used in cleaning inside and outside the home. 


WINDOW—At the right hand upper corner of 
the window scrub some powdered soap on the 
window, then in circular motions clean just an 
edge of it to make it look like the window had 
been cleaned all but this corner. Then get an arm 
of a coat and stuff it with paper and attach it so 
it looks like an arm of some person coming from 
the edge of the window. Attach glove, which has 
been stuffed, around a big sponge. Place this so 
that it is right next to the uncleaned area. This 
should be a real eyestopper. The sign in the win- 
dow should be made from a large branch of 
blossoms or simulated blossoms. Hang the sign 
from the end of the twig. Print on it: “Spruce 
Up For Spring.” Display all types of cleaners, 
and if possible, use cards to identify where they 
are to be used, such as window cleaners, Venetian 
blind cleaners, wall cleaners, ete. 


INSTORE DISPLAY —If possible, devote a 
fairly large area in your housewares section to 
one or more tables on which you can have various 
sample cleaners ready to show the customer how 
they work. 


DIRECT MAIL AD—Use a postcard. Print in 


FEBRUARY 1958 

















small type: “You don’t need” and follow this in 
very large type “Cleaning License.” Follow this 
with smaller type: “To Clean your house from 
top to bottom. But you do need good supplies 
and equipment to do the job quickly, easily, and 
effectively. We have a great amount of excellent 
equipment and supplies to help you ‘Spruce up 
for Spring’.” 


RADIO AD—tThe copy used on the direct-mail 
card could be adapted to a radio commercial. 


NEWSPAPER AD—Small ads could be run 
throughout the campaign which is scheduled here 
for two weeks. If there are daily papers in your 
town you might use six or seven ads run on an 
alternate basis or every day. Use the theme, 
“Spruce Up For Spring,” at the top of all ads. 
However, make each one cover an individual clean- 
ing problem. For example, one ad might point out 
the job of cleaning windows. This would show 
several products involved in cleaning windows in- 
cluding squeeges, buckets, cleaners, and other 
equipment. The next one might discuss polishing 
furniture. Another one might show the tools and 
equipment needed for cleaning and polishing hard- 
wood floors. Another ad might show the tools 
and equipment for cleaning rugs and upholstery. 
Of course, you could have one overall ad that 
would cover all of these items. 
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Easter 
Gift Time 


Schedule: March 22-April 4 


OBJECTIVE—Gift giving at Eastertime has 
always been big business for merchandise to 
be given to youngsters. In more recent years 
the habit of giving items to mothers and grand- 
mothers has been increasing. Many hardware 
stores have year around toy and gift departments. 
These stores should put on a special campaign 
to build up this business. 


SPECIAL STUNTS—Hold an Easter egg hunt 
in your store. Have printed on gummed paper 
an outline of an Easter egg. Within it have 
printed numbers. Place a sticker on all items that 
you want to exploit as gift items during this 
campaign. Offer as many prizes as you want, 
five, ten, or more somewhere around $2 to $5 
value each. The way the plan works is this: A 
person buys a gift item, brings it up to the check- 
out stand. The clerk will check the number on 
the article with a list of winning numbers which 
should be selected at random before the numbers 
are pasted on the items. These numbers should 
be put down on a piece of cardboard and kept 
from sight so that only the person at the checkout 
stand will be able to see it. If the number within 
the egg of a certain item corresponds with one 
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of the numbers on the board, the person gets a 
prize. This should stimulate a lot of interest in 
your store and also promote the idea of buying 
gifts for Easter at your store. 


WINDOW —The window should have a card ex- 
plaining the Easter egg hunt if you plan to have 
one. If not, use a traditional display exploiting 
gift items for Easter. Have a sign in the window, 
“Do your Easter Gift Hunting Here.” Decorate 
the sign with various types of Easter egg designs. 
On the floor place paper eggs cut out of different 
colored paper. These can be in various sizes to 
fit the merchandise which can be displayed on 
top of it. This should add a lot of color and be in 
keeping with the idea of Easter. Display many 
toys and many housewares and decorative items 
which can be given to ladies. Also display prod- 
ucts that can be given to men. 


ADVERTISING—For radio you can describe 
the Easter egg hunt if you are using it as de- 
scribed. If not, merely extol the value of shop 
ping at your hardware store. A newspaper should 
show good illustrations of many different kinds 
of gifts. Mention for what type of person each 
item can be given. 
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Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
coolers 





@ Rugged Construction 
... good everywhere 
men work! 


a 
i 


@ Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


—— A 


WN 


X 


@ Large top opening, 
easy to ice, fill 
and clean. 


X 


i 
‘. 


n 


\ 
> 


\ 





@ Send for complete 
information and 
booklet ‘“‘Care and E__ > 
Use of Your Cooler.”’ ————_- 
Write Dept. H-3. 





THE SCHLUETER MFG. CO. + ST. LOUIS 7, MO. 
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Tried * Tested * Proved 
The Original 


TEHR-GREEZE 


FABRIC CEMENT 


Makes Patching and Repair Work Easy 
On Any Material It Can Penetrate 
WHITE—Repairs all types of cloth, can- 
vas and leather goods. A tough ver- 
satile adhesive 
with thousands 
of uses in home, 
repair shop and 

farm. 
Sold by leading 
Jobbers Every- 


PALA 


——APPROVED— 


_——— 














Rede ea 


where : 
Immediate Delivery t ranean resent 
Write for Trade © : 
Prices and PP Meciring i comms one Ae 
Liberal FREE fo. ae 
Sample. : 


a 4 
"YALA COMPANY | 
19 tng ne, eames tee 


VAL-A COMPANY 
700 W. Root Street 
Chicago 9, Illinois 
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Multiply 
your rental 
prospects 








Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
++. greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


| All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


| ber is quick, easy job—you or customer 
| can do in 3 minutes. Yet, the new multi- 
| purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
| ally costs less than competitive, one- 


| seats, gives floors, rugs and carpets 
| air of professional care. For full story 
| on this easy-to-rent Holt JW12, mail 


Conversion from polisher to scrub- 


purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 





Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


| coupon now. 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


() |] MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 
HOLT MFG. CO. Dept. K-2 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


BETTER FLOOR MACHINES 


FOR MORE THAN 30 YEARS 





Please send me details on Holt JW12 for rental use. 


NAME POSITION 








FIRM 





ADDRESS. 
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Say “seal it 
with Thompson’s” 
when you sell it! 


Thompson’s Water Seal is the all-season, 
multi-purpose water sealer, tried and 
proved in commercial and residential 
construction. And it’s the natural selling 
companion for such hardware items 

as brick barbecues, awnings, 
ready-made fencing, patio 
tables — and with paint. 
Thompson's Water Seal pro- 
tects and preserves unpainted 
or painted wood, plaster, 
concrete, stone, mortar, 
stucco, canvas, leather, 
asbestos, fabric and many 
other materials — and stops 
moisture damage. 





“Seal” your sales for 
extra profit 

Available in a wide variety 

of sizes ranging from 8 ozs. to 
55 gallons. For complete 
information, write Dept. F-2. 


a natural for tie-in sales! 


E. A. THOMPSON CO., INC. * MERCHANDISE MART * SAN FRANCISCO 3, CALIF. 

SAN FRANCISCO * LOS ANGELES * SAN DIEGO * PORTLAND * SEATTLE 

DENVER * DALLAS * HOUSTON © ST. LOUIS © ST. PAUL * PHILADELPHIA 
DETROIT * CHICAGO + CLEVELAND * NEW YORK ¢ MEMPHIS 








No. 827 


THE 


MOLINE 
Gr: _ 
GEARED }eeeee ) Ce 
WINCH om 
EIGHT SIZES 


A high strength unit for boat ten rs.csie, 
trailers and other general uses 


| 4 
Positive Lock Cad Sti 
3 to 1 ratio 






e Capacity—1500 Ibs. * 

e Weight—8 Ibs. a c A 

e Safety Guard e Mounting holes i TRATAFLO Foot and Check 
is a peel Valves end leakage troubles, save 

e Steel Handle & Base e Takes 70 ft. “4” cable | % oe f wear and tear on pump and save 

e Malleable gears e Takes 30 ft. 34” rope | ~ { their cost in service calls. They are 

| % 04. ideal for jet-type pumps. 
. ° Ce , Wat 

See your jobber for the No. 827 and other Moline models | Z sitis teeta alle anid 
MOLINE — a James Tannehill, Harrison 3313 today. 

MOLINE IRON WORKS vein: | STRATAFLO PRODUCTS, INC. 

Represented by Smith Sales Co., Los Angeles & San Francisco | Write for Catalog Fort Wayne, Indiana 
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241—IMPACT WRENCH display 
takes up only 20” of counter space, 
and can be used with equal effective- 
ness either on counter, in window, or 
on wall. Dual easel and wall mount- 
ing brackets are integral parts of dis- 
play. Measures 20” x 21”.—Portable 
Electric Tools, Inc. 





& 


242—BASKET DISPLAY OF COLOR 
for flexible wire reinforced Kordite 


clothesline includes colored plastic 
clothesbasket and basket sign promot- 
ing clothesline “special” free. Basket 
is prepacked with sign ready to set 
up. White, pink, yellow and _ tur- 
quoise colors.—Kordite Company 














243—JACK KNIFE MERCHAN- 
DISER, a four-color panel displays 18 
pocket knives with all blades open. 
Ready to use as received. Knives are 
mounted at factory with each identi- 
fied by number and prepriced. Natu- 
ral oak finish and double strength 
glass case——Camillus Cutlery Com- 
pany 
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Merchandising Aids 






?, 


244—IMPULSE DISPLAY RACK 
with three-color poster for complete 
sink hose and spray relacement ser- 
vice of kitchen faucet accessories. 
Free Dish-Quick faucet dishmaster 
with each order of Deal “HR” which 
contains assortment of sink-spray ac- 
cessories.—Melard Mfg. Corp. 


245—HANDY DISPLAY merchan- 
diser in three colors holds one dozen, 
five-foot lengths of Plast-O-Mat, 
ribbed polyethylene matting for use 
as floor runner, shelf liner, sink mat, 
table top covers, etc. Also available 
in bulk rolls in 30-inch width_—Warp 
Bros. 


246—PEG PANELS that quickly at- 
tach to existing Peg Boards are dis- 
play merchandisers for Husky Tools. 
Can be attached to two-color, rotating 
Peg Board display unit for counter or 
aisle merchandising.—The New Brit- 
ain Machine Co. 











247 — SPACE-SAVING polyethylene 
bags assure maximum display for im- 
pulse buys and immediate brand rec- 
ognition of Nu-Cord, Pelham and Sil- 
ver Lake sash cords. Designed for 
self-service stores and other outlets. 
Transparent plastic provides maxi- 
mum display.—Silver Lake Company 


248—“BIN-PAK” is a unique idea of 
self-storing, self-servicing corrugated 
cartons for aluminum line of builders’ 
hardware. Bin-Pak is readily stacked 
permitting easy access to items con- 
tained in each carton. Display takes 
12” x 6” space.—The H. B. Ives Com- 
pany 





249—LIGHT BULB MERCHAN- 
DISER for the two-year guaranteed 
bulb includes 300 bulb assortment. 
Merchandiser stands 40” high when 
placed on its own box, 20” deep and 
23” wide. It has bins for individual 
bulbs and racks for handy four-packs. 
Shipped as self-contained unit.—Vari- 
Pac Corp. 
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NUMBER ON INQUIRY CARD PAGE 66 


PLASTIC TYPE PROTECTIVE 
COATING, called Mono-Seal, is de- 
scribed in a 16-page technical bul- 
letin released by Mono-Seal Products. 
Mono-Seal is described as a balanced 
chemo-setting synthetic resin coating 
for use as protective coating on equip- 
ment, trucks, structures, boats, swim- 
ming pools, floors, tanks and other 
comparable applications. Available in 
22 standard and decorator colors 
shown on a special color chart in- 
cluded in the bulletin. 

For Details Circle 211 on INQUIRY CARD 


ZINC ALLOY FASTENERS, two 
types, are described in specification 
sheets issued by Gries Reproducer 
Corporation. One, the capped wing 
nut, has a closed threaded section like 
a regular cap nut; it protects bolt 
ends and provides decorative finish. 
The other, a washer base wing nut, 
replaces a regular wing nut and flat 
washer, reducing handling and as- 
sembly time and simplifying storage 
and inventory problems. 

For Details Circle 212 on INQUIRY CARD 


WHOLESALE FLOWER BULB 
CATALOG, a 24-page booklet, issued 
by Alexander P. Thomas Bulb Farms, 
describes a wide range of domestic 
and imported bulbs available for the 
spring and fall bulb seasons. Also in- 
cluded is a guide chart showing the 
proper times to plant bulbs through- 
out the United States seasonal zones. 

For Details Circle 213 on INQUIRY CARD 


ROTARY TILLERS, GARDEN 
TRACTORS, lawn mowers and chain 
saws are covered fully in six, full color 
catalogs describing the complete line 
of 1958 Bolens Products. Each cata- 
log lists complete specifications in 
easy-to-read tables. 

For Details Circle 214 on INQUIRY CARD 
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“HOW TO MEASURE YOUR FIL- 
ING COSTS AND EFFICIENCY” 
is the title of a 28-page manual of- 
fered by Remington Rand as a guide 
for measuring filing costs along with 
a detailed plan of action to improve 
filing efficiency. Among practical tools 
provided are formulas for measur- 
ing “finding efficiency,” “filing ref- 
erence rate,” and “file clerk effi- 
ciency.” A list of 19 check points is 
included to uncover the strengths 
and weaknesses of the filing opera- 
tion. Also included are five simple 
rules for file economy. 

For Details Circle 215 on INQUIRY CARD 





ALUMINUM WINDOWS and how 
they are used are described in this 
16-page booklet entitled “Tips on 
Selecting Windows for Your New 
Home,” published by the Aluminum 
Window Manufacturers Association. 
The booklet describes six different 
types of aluminum windows. Can be 
used by dealer as promotion for di- 
rect distribution to the customer. 
Price is 10 cents for handling and 
mailing costs. 
For Details Circle 216 on INQUIRY CARD 


BUILDERS’ HARDWARE catalog, 
issued by Skillman Hardware Manu- 
facturing Company, includes a wide 
range of merchandise for wholesalers 
covering many price groups. Included 
are rim lock sets, mortise bevel sets, 
replacement knobs, entrance handle 
sets, locks and latches and lock parts. 
The range of materials is from solid 
brass to steel plate. Descriptions in the 
eight-page catalog are written in 
wholesale catalog style. 

For Details Circle 217 on INQUIRY CARD 


PREMIUM COUPON PLAN bro- 
chure is offered by The Premium 
Service Co., Inc., to help product 
manufacturers, distributors, and com- 
panies selling services. It is a compre- 
hensive listing of marketing, selling, 
advertising and promotional problems 
that can be solved with a premium 
coupon plan. Brochure entitled “47 
Ways To Increase Sales With A Pre- 
mium Coupon Plan.” 

For Details Circle 218 on INQUIRY CARD 


IMPORTED GIFTWARES FROM 
JAPAN are outlined in a 52-page 
full-color catalog published by N. 
Shure Co. Features hundreds of cer- 
amic items such as figurines, plant- 
ers, ornaments, wall decorations, ash 
trays, cigarette boxes, and vases, plus 
functional kitchen and pantry-ware. 
Non-ceramic items include metalware, 
glassware, and wood products. 

For Details Circle 219 on INQUIRY CARD 


STEEL BINS AND SHELVING, as 
manufactured during the last 10 
years by the Fort Steuben Metal 
Products Company, is the subject of 
a brochure just published in observ- 
ance of the company’s 10th anni- 
versary. The literature illustrates 
products and production facilities of 
the company. 

For Details Circle 220 on INQUIRY CARD 
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FREE LITERATURE 





SMOKY TONES, a new palette of 
colors reflecting quiet elegance for 
home atmosphere, is shown in a 21- 
color chip folder issued by Martin- 
Senour Paint Company. Smoky Tones 
are suitable for all classic furniture, 
periods and architecture. They en- 
hance deeper wood tones of walnut 
and mahogany and blend with light 
grayed finishes. The 21 colors con- 
sist of subdued shades of mauve, 
blue, violet, pink, aqua and olive. Col- 
ors combine attractively with one 
another. 

For Details Circle 221 on INQUIRY CARD 


SUBMERSIBLE PUMPS made in 
two types, pancake and bowl construc- 
tion, are described in a 12-page book- 
let issued by the F. E. Myers & Bro. 
Co. Features covered include easy in- 
stallation, oil-lubricated by hydro- 
balance system, can be used in crook- 
ed wells, ete. For use as primary 
water supply, pressure _ system, 
booster system and for irrigation. 
Also described are performance 
curves, specifications and design fea- 
tures. 

For Details Circle 222 on INQUIRY CARD 


ARTISTIC AND DECORATIVE 
WARE are illustrated in a 29” x 23” 
folded sheet issued by Albert Kessler 
& Company. Items include imported 
Italian glass, antimony pictures, hand 
and beach parasols, Venetian silver 
spoons, open stock cups and saucers, 
lanterns, bubbles and lights, forni 
plaques, Hong Kong iron pictures, 
bone china, place mats and scores of 
other items. 

For Details Circle 223 on INQUIRY CARD 


UNIVERSAL PATCHMASTER, 
the clamp with 100 and 1 uses, is 
described with specifications and ap- 
plications in a four-page folder issued 
by the Marman division of Aeroquip 
Corporation. Also included are in- 
stallation and removal instructions. 

For Details Circle 224 on INQUIRY CARD 


“MAGNESIUM PUSHAROUND 
ALL-PURPOSE HAND TRUCKS” is 
the title of a four-page folder pictur- 
ing and describing Brooks & Perkins’ 
line of magnesium two-wheeled hand 
trucks and optional accessories. In 
cluded are eight basic models with 
26 items of optional equipment. 

For Details Circle 225 on INQUIRY CARD 


COLORED PLASTIC BROOMS by 
the Kordite Company are described 
in a catalog sheet which provides re- 
tail price, color and quantity per case 
and shipping information as well as 
illustration of free broom display. 

For Details Circle 226 on INQUIRY CARD 


FEBRUARY 1958 


“CORBIN ORIGINALS FOR MOD- 
ERN DOORS” is the title of a 16- 
page booklet issued by P&F Corbin. 
Described and illustrated in color are 
four lockset lines, the Guardian, De- 
fender, Heavy-Duty and Unit locks. 
The Guardian is for modest homes 
offering luxury styling at lowest cost. 
Defender line is designed for better 
homes, offices, shops and motels. 
Heavy-Duty sets are aimed at insti- 
tutional and commercial buildings. 
Unit locks offer maximum protection 
for every conceivable function. 

For Details Circle 227 on INQUIRY CARD 





SAW CHAIN TROUBLE SHOOT- 
ING GUIDE, a 20-page manual pub- 
lished by Borg-Warner’s Atkins Saw 
division, is designed for ready refer- 
ence and loaded with practical tips 
on how to keep saw, chain, bars and 
sprockets in top working condition. 
Guide is divided into three parts. Part 
I deals with preventive maintenance, 
Part II covers causes of chain dam- 
age, and Part III illustrates the Do’s 
and Don’ts of saw chain filing. At- 
kins claims that these filing instruc- 
tions, if followed, will eliminate 90 
percent of all saw chain troubles. 

For Details Circle 228 on INQUIRY CARD 
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WEBLOCK STRAP 





eo 


ROPELOC K holds rope without knots... 
secures any load to 500 Ibs. with 5,” Manila rope; 
800 Ibs. with nylon rope. Tension and cam 
locked...no springs...unlocks with finger pressure. 


Assortment of 12 packed in self-sell 
counter display box. 


WEBLOCK & ROPELOCK are Aeroquip trademarks 


A DIVISION OF 





L PROFITABLE, FAST 


MOVING AEROQUIP 


WEBLOCK STRAPS... 


the only popular price strap assembly that 


tightens with a pull...releases with the touch 


of a finger... never requires threading. 

Free Self-Sell Display Rack ... holds 60 straps 
... yours at no cost with purchase of 

the assortment of 30”, 4’, 6’ and 9’ straps. 


CORPORATION 





P. O. Box 1071-M, Pasadena, California 
For Details Circle 37 on INQUIRY CARD 
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FREE LITERATURE 





PLASTIC PIPE CLAMP made of 
Suretite stainless steel is described in 
a catalog sheet issued by Wittek Man- 
ufacturing Co. The types offered are 
a deep slotted screw head and a col- 
lared head. Special feature of both is 
the welding method of assembling the 
heads to the band, a process which 
gives maximum resistance to corro- 
sion. Both available in stainless steel 
or cadmium plated screw. 

For Details Circle 229 on INQUIRY CARD 


INDUSTRIAL CUTLERY catalog 
issued by the Russell Harrington Cut- 
lery Company gives all information 
needed for ordering. All items are 
pictured with descriptive captions. 
Catalog is in two colors with heavy 
cover and plastic binder. 

For Details Circle 230 on INQUIRY CARD 


BATHROOM CABINETS AND 
ACCESSORIES are described in a 16- 
page catalog issued by the Grote Man- 
ufacturing Company which is printed 
in two colors and includes pictures 
and specifications for their entire line. 

For Details Circle 231 on INQUIRY CARD 


Your Jobber has 
FULLER money- making | 
specials like this | 


ROTARY AND REEL TYPE lawn 
mowers for 1958 are described in a 
20-page catalog issued by Dille & 
McGuire Manufacturing Company. 
Nine pages are devoted to four lines 
of rotary types and two pages de- 
scribe reel type, both self-propelled 
and hand power mowers. Also de- 
scribed are dealer sales helps includ- 
ing folders, product information, 
newspaper mats and window banners. 

For Details Circle 232 on INQUIRY CARD 


SUBMERSIBLE PUMPS, their se- 
lection, installation and maintenance 
is discussed in a comprehensive 32- 
page manual published by the Tait 
Manufacturing Company. Both two 
and three-wire submersible systems 
are covered. A total of 29 photos and 
sketches illustrate the manual along 
with a detailed check chart of 
“trouble shooting” information. 

For Details Circle 233 on INQUIRY CARD 


STEEL STRAPPING application 
with the B5 Stretcher is the subject of 
an eight-page booklet isued by the 
Acme Steel Company. Gives complete 
specifications of the tool and illus- 
trates its versatility. Three pages of 
pictures show how the B5 can be used 
on almost any steel strapping appli- 
cation. 

For Details Circle 234 on INQUIRY CARD 


NEW 4 
Quick Service * Self Sale 


PLIER 


MERCHANDISER 


For the first time—a ''de luxe" assortment 
* Carded © Prepriced * Displayed on 
a FREE Stand-up Hang-up Metal Rack * 
2 sizes * 3 types * 12 pliers in all 


made in England to U. 
specifications and unconditionally 


,) 


S. Govt. 


“9 guaranteed by Fuller U. S. A. Electronic 


induction heat treated jaws, extra 

sharp hand honed cutting — 

high leverage handles . 
& and polished from top to bottom. 
bs, Total list $23.76. Cost to you $14.26. A 
Fuller ‘'First'' and a real profit-maker 
“ at a 40% markup. Soll yom & jobber's 


ully ground 


f ~=3s salesman for No. 198 
and ask about Fuller's a 


money-makers, 


too. 


[ti iene TOOL COMPANY, 


y! = 3522 Webster Avenue, New York 67 


World’s largest producers of unbreakable amber handle t 


For Details Giats 38 on INQUIRY CARD 
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LIGHTWEIGHT VACUUM 
CLEANER and two models of floor 
conditioners are described in a two- 
sided catalog page offered by Red 
Devil Tools. Described in the two- 
color sheet are the Redi-Vac vacuum, 
the FP-33 floor conditioner and the 
FP-33A conditioner. Included are 
features of Redi-Vac shown in series 
of line drawings and specifications 
along with description of a six-piece 
accessory kit. Design and other fea- 
tures are described in detail. 

For Details Circle 235 on INQUIRY CARD 


“MODERN ROPE MAGIC” is de- 
scribed in a folder telling where and 
how to use synthetic rope, the chief 
characteristics of each kind, and the 
specifications. The folder, issued by 
Tubbs Cordage Company, includes a 
simplified table for selecting the cor- 
rect rope for specific purposes and 
also lists the size, tensile strength and 
net weight of the rope varieties listed. 

For Details Circle 236 cn INQUIRY CARD 


HANDY CHECKLIST for business 
and industry offers “100 Suggestions 
for Hiring and Holding Help,” is of- 
fered in a_ six-page leaflet by 
Manpower, Inc. Questions enable you 
to analyze your company’s effective- 
ness in advertising for help, sources 
of procurement, in-plant facilities, 
treatment of employees, benefits, etc. 

For Details Circle 237 on INQUIRY CARD 


O-RING PIPE JOINT, 
sheet, describes pipe with special 
joint for field installation. It is avail- 
able in sizes 4” O.D. through 12%” 
O.D. The joint has flexibility which 
permits deflection up to 3” angle and 
longitudinal movement of at least 1” 
without leaking. It is made available 
by Consolidated Western Steel, Divi- 
sion of United States Steel. 

For Details Circle 238 on INQUIRY CARD 


catalog 


GLOBE TYPE NEEDLE VALVES 
are described in a four-page brochure 
issued by the Kerotest Manufacturing 
Company. Discussed are the numer- 
ous usages to which these valves may 
be put, pertinent technical data in 
chart form, features, plus informative 
cutaway views and diagrams. 

For Details Circle 239 on INQUIRY CARD 


STAYZ-GREEN, catalog page 
made available by O. E. Lincky Co., 
Inc., fully describes the chemical 
spray which is claimed to keep lawns 
green in Winter and Summer. It is 
sold in concentrated form so that each 
eight ounces makes a gallon of ready- 
to-use spray. 

For Details Circle 240 on INQUIRY CARD 
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FREE LITERATURE 





MOLYKOTE, a lubricant packaged 
in cartridges and applied from a 
grease gun, is the subject of a single 
sheet bulletin published by the Alpha- 
Molykote Corporation. The lubricant 
is a lithium soap base heavy-duty 
type which combines the excellence of 
calcium and s9djum soap thickeners 
with the lubricity of molybdenum di- 
sulfide powder to insure water repel- 
lency, high temperature resistance, 
long storage life and the almost 
indestructible lubricating film charac- 
teristic of all Molykote lubricants. Lu- 
bricant has an operating range of 

30 degrees to 250 degrees and up to 
350 degrees for short periods. 

For Details Circle 175 on INQUIRY CARD 


SLOPE BEAM ROOF SYSTEM 
catalog, issud by Steelcraft Manufac- 
turing Company, graphically de- 
scribes a new concept in low profile 
building design. The eight-page cata- 
log contains drawings illustrating va- 
rious applications of the new roof 
system ideal for flat roof construction. 
Also featured are slope beam and 
purlin specifications as well as load 
capacities tables. 

For Details Circle 176 on INQUIRY CARD 


PAINT SPRAYER CATALOG is- 
sued by the W. R. Brown Corp. de- 
scribes the complete line of Speedy 
Sprayers including the %, % and % 
horsepower portable paint sprayers, 
spray guns, spray tank outfits, high- 
compression compressors and a guide 
for gun-nozzle selection. 

Copies available to the trade. 

For Details Circle 177 +» INQUIRY CARD 


LAWN HOSE GOODS for 1958 are 
described in a 24-page catalog issued 
by H. B. Sherman Manufacturing 
Company. Included among items cov- 
ered are lawn sprinklers, garden hose 
reels, hose nozzles, couplings and 
menders, faucet connectors, washers, 
hose clamps, valves, etc. 

For Details Circle 178 on INQUIRY CARD 


BOOKS—For Sale or Resale—— 


INCOME TAX GUIDE, prepared 
specifically for the filing of 1957 tax 
returns, has been offered by Arco 
Publishing Company for $1. The 128- 
page, paper-bound book takes the 
American taxpayer through his tax 
form step-by-step. Features include 
tax tips and record keeping forms for 
1958 returns; a complete list of im- 
portant tax-saving possibilities, and 
sample, filled out forms for guidance 
and illustration. 

For Detalls Circle 179 on INQUIRY CARD 


FEBRUARY 1958 


COOKING BOLD AND FEAR- 
LESS, contains about 500 challenging 
recipes of Western men in 226 pages, 
published by Lane Publishing Co. 
Price $3.95. 

Each of the men signed their names 
to their concoctions all of which 
passed the Sunset test kitchen to win 
the coveted Sunset Chefs of the West 
awards. 

Their ad lib comments that accom- 


pany the recipes are very humorous. 


Many delightful illustrations by 
Harry O. Diamond are scattered 
throughout the book. 





Hardware retailers can suggest this 
book to persons buying gifts for men 
as well as for those looking for un- 
usual recipes. 

For Details Circle 180 on INQUIRY CARD 


HOME APPLIANCE AND TV 
BLUE BOOKS, published by the Na- 
tional Appliance Trade-In Guide Com- 
pany, are available at $7.50 for the 
first and $5 for the latter. Bought to- 
gether they sell for $10. Invaluable 
for dealers to accept trades on new 
products. 

For Details Circle 181 on INQUIRY CARD 


RENTING A RUG SCRUBBER 


a men 


This typical rental customer came in to rent a Clarke rug 
shampoo machine — and she’s going out with a carload of 
merchandise, things she decided to buy once she was in the 
store. Income from the transaction is a sizable sum and it’s 
all directly derived from the Clarke rental department. That, 
after all, is what brought her into the store. 


You, too, can reap handsome profits from customers like this 
by establishing a Clarke floor machine rental department in 
your store. The Clarke rental plan offers you a complete line 
of finest machines plus all sorts of merchandising aids to 
increase your store traffic, sales and profits. Write for details. 





Clarke SANDING MACHINE COMPANY 


662 E. Clay Ave., Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 


Floor Polisher Floor Sander 


Wet-Dry Vacuum Cleaner 





Rug Shampoo Machine 


Floor Edger 


For Details Circle 39 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 
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144—REMOVING SNOW from side- 
walks and driveways is easy with 
this combination push broom, snow 
shovel and ice breaker. Bristles are 
of Bakelite styrene plastic. Steel 
blade along reverse side is used as a 
scraper. Brush block and scraper are 
14 inches long.—Bakelite Company 
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145— UNIVERSAL FOOD JARS 
come in three sizes, 10 ounce, pint 
and quart. Jars are finished in dis- 
tinctive market tested colors. The 
new “full wide mouth,” an easy-on 
easy-off cup and bottom opening for 
easy filler replacement. — Landers 





Frary & Clark 


{ 


146—GAS DISPOSER that’s smoke- 
less and odorless consumes all house- 
hold trash and garbage with excep- 
tion of metal and glass. All com- 
bustible refuse and garbage are com- 
pletely disintegrated with Jet-Stream 
action. An air flow system within the 
unit.—Caloric Appliance Corp. 
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147—SPEED UP HOUSEWORK with 


this Redi-Vac lightweight 


stores.—Red Devil Tools 





148—THREE-WAY UTILITY KNIFE 
is designed for duty in the home, 
office or industrial plant. Swedish 
steel blade is adjustable to three an- 
gles, is easily positioned by a simple 
screw action in the handle. Handle is 
made of rust-proof, unbreakable zinc. 
—Flash Manufacturing Company 





149—WROUGHT IRON PLANT 
STAND is perfect for planters, flower 
pots, knick-knacks, books, etc. Fea- 
tures include “lace openwork” shelf, 
lower tier shelf and mar-proof plastic 
tips on legs. Stand measures 22” x 
26” x 7”. Comes in three finishes.— 
Carlisle Manufacturing Co. 





vacuum 
cleaner that needs no attachments. 
Weighs 63, pounds. A ring moulded 
into its finger grip handle allows it 
to be hung from a closet door hook. 
Ideal for heme, motels, office, retail 





150—FEMININE APPEAL has been 
incorporated into this plastic handle 
five piece garden tool set named the 
Good Earth PT-5. Set includes trowel, 
transplanter, fork, weeder and culti- 
vator. Unbreakable, handles are 
shaped to fit the hand.—Great Neck 
Saw Mfrs., Inc. 
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151—ULTIMATE IN UTILITY, this 
steel tape comes in 25, 50, 75 and 100 
foot lengths. Features 34” wide snow- 
white lacquer coated tape, standout 
black inch and red foot markings with 
red stud marking every 16 inches and 
steel case with coated fabric. — The 
Stanley Works 
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152—KUPLEX SLING CHAIN as- 
sembly speeds installation, saving 
time and money. Design reduces 
catching or snagging on nearby ob- 
jects. Available in single and double 
leg styles and in six chain sizes from 
Y% inch through % inch.—American 
Chain & Cable Co., Inc. 


HARDWARE WORLD 














Use Inquiry Postcard for Further Information About NEW PRODUCTS 





AUURRARERARRRAGALALAAAALL 





153—"“SEALACE” TAPER PLUG is 
designed for pinning or lacing cracked 
engine blocks, heads, cylinders or 
other automotive, industrial or marine 
casting. Steel alloy withstands ex- 
tremes in temperature and the pres- 
sure of expansion and contraction. 
—United States Casting Repair Corp. 





154—GAS CHAIN SAW has power 
and stamina for felling and cutting 
trees up to 48” in diameter. Features 
recoil starter and automatic centrif- 
ugal clutch that prevents stalling. 
Throttle, oil plunger, choke and igni- 
tion switch are grouped under rear 
handle. — Porter - Cable Machine Co. 


REPAIR PIPE 


ra 


LEAKS YOURSELF 
- oy ad 





155—REPAIR PIPE LEAKS jyour- 
self with this reusable stainless steel 
clamp. The universal patchmaster 
stops leaks on low and high pressure 
pipe and tubing. Only three sizes are 
necessary to cover diameter range 
from %” to 9-44”. For home, farm or 
factory —Marman Products Co., Inc. 


FEBRUARY 1958 





156—IT’S FOR THE BIRDS—The 
“Flite-haven” ceramic bird shelter is 
sweeping in concept, spectacular in 
color, and functionally as safe and 
sound as an aviary should be. Indoors, 
or for patio, they also can serve as 
decorative planters.—Taylor, Smith & 
Taylor Co. 





157—“GUN-A-MATIC” paint’ roller 
feeds itself automatically permitting 
painting big wall or ceiling areas with- 
out the usual dozens of trips back 
and forth to the paint supply. Fea- 
tures a hydraulic pressure system, a 
16 ounce tank, and a roller made of 
polyurethane. — Donaldson Company, 
Inc. 





158—EJECTOR FORK made of stain- 
less steel is great for serving. A quick 
squeeze of the handle and food is 
pushed off the fork. Release the han- 
dle and the pusher returns to its 
normal position. Packed in display 
box, it is 8-44” long and 3” wide. 
—Fred Roberts Company 





159—GLAMORIZED SPRAYER fits 
standard garden hose connections and 
can also be used to spray liquid weed 
killers, disinfectants and detergents. 
Any type spray desired is available 
instantly through adjustment of 
metering stem. Jewelry-like coating. 
—Gilmour Mfg. Co. 





160—FLOODED BASEMENTS can be 
prevented with this submersible pump 
that’s compact, simple to install and 
quiet. Fits any shallow sump 11” 
wide. Has powerful pumping capacity 
of 3300 gallons per hour at a 10-foot 
discharge head. Made of cast-bronze. 
—Kemco Pump Division 





161—THE TOTER is a worksaver in 
home or garden as a combination 
handtruck and wheelbarrow. Light- 
weight handtruck frame with rubber- 
tired wheels designed to accomodate 
a large capacity steel container, pro- 
viding a utility wheelbarrow. Com- 
plete Totor weight 30 pounds.—Well- 
made Metal Products Co. 
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ABOUT 


PEOPLE 


Rockwell 
Appoints 
Manager 


Frank E. 
Sisk 


NEWARK, Calif—Frank E. Sisk 
has been appointed district sales man- 
ager for Rockwell Manufacturing 
Company’s Delta Power Tool Divi- 
sion. Sisk, formerly sales engineer for 
Southwest Welding and Manufactur- 
ing Company, Richmond, Calif., will 
make his headquarters here. 

Before joining Southwest Welding, 
he spent several years in sales work 
for Tidewater Oil Company in San 
Francisco, and F. B. Connelly of Ore- 
gon in Portland. Sisk studied business 
administration at the University of 
Portland and mechanical engineering 
at Healds College of Engineering. 


Landers 
Marketing 
Head 


Lee 
Moss 


Lee Moss, currently vice president 
and sales manager of the vacuum 
cleaner division of Landers, Frary & 
Clark, has been appointed director of 
marketing for the company. Moss 
started with the company in the laun- 
dry equipment division in 1922. He 
was made vice president in 1954. 


Hardware Exec Exchange Head 


SALT LAKE CITY — Fred M. 
Moore, operations manager of Stre- 
vell-Patterson Hardware Co., here, 
has been elevated to the presidency 
of the Salt Lake Exchange Club. Mr. 
Moore, widely known business execu- 
tive, was vice president during 1957. 
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McKinney 
Expands 
L.A. Sales 
Office 


Edwin J. 
Caine 


LOS ANGELES—McKinney Man- 
ufacturing Company, Pittsburgh, Pa., 
announced the expansion of its sales 
office here with the appointment of 
Edwin J. Caine as an additional sales 
representative to contact hardware 
jobbing trade in Southern California. 
Caine has been in the Pittsburgh sales 
office of the builders’ hardware man- 
ufacturer since 1956 and will aug- 
ment the activities of Richard Bow- 
man here. 


Marshall- 
Wells Co. 
Promotion 


as 
Welch 


J. W. Welch has been named di- 
rector of sales for Marshall-Wells 
Company, it was announced by G. V. 
Mead, president. The appointment be- 
came effective Jan. 1. 

Welch came to Marshall-Wells in 
May, 1957, as manager of the Duluth 
branch. Prior to this he was with 
Western Auto Supply for 25 years. 











Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 80 of this issue. 


CIRCLE THE NUMBER — WE DO THE REST 
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Stanley 
Sales 
Rep. 


Richard H. 
Parker 





DENVER—Richard H. Parker has 
been appointed a sales representative 
for Stanley Tools with headquarters 
here. He has been assigned to the 
territory of Wyoming, Utah, Colo- 
rado, New Mexico and West Texas. 

Parker joined Stanley in 1952 doing 
promotional work in eastern and 
southern states and for the last two 
years was associated with the com- 
pany’s Los Angeles office. 


Joins 
Chemnitz 
Company 


William A. 
Winkel 





EMERYVILLE, Calif.—William A. 
Winkel has joined the Eric F. Chem- 
nitz Company here as a salesman and 
will be assigned to the Northern Cali- 
fornia territory. He was formerly as- 
sociated with the Dinwiddie Construc- 
tion Company. He is a native of 
Waukegan, IIl., and has resided in 
California for the last five years. 


Whirlpool Western Mgr. 


PORTLAND, Ore. — Roland L. 
Stairet was appointed assistant West- 
ern division manager of the Appliance 
Buyers Credit Corporation, a wholly 
owned subsidiary of Whirlpool Cor- 
poration. Stairet has been branch 
manager of the Portland office and 
previously he held executive positions 
with Commercial Credit Corp. and 
Universal CIT. 
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ABOUT 


FIRMS 





Stanley S.M. Retires 





rh. i 





~ 


Fred O. Fuller 





Elmer W. 
Ellsworth 


Fred O. Fuller, sales manager of 
Stanley Electric Tools, retired Jan. 1, 
and Elmer W. Ellsworth was named 
to succeed him, it was announced by 
Stephen H. Cross, vice president. 

Fuller came to The Stanley Works 
in 1918 as a member of the purchasing 
department where he worked for 11 
years. In 1930 he was promoted to 
sales manager of the newly formed 
Stanley-Carter division which later 
became a part of the Stanley Electric 
Tools division. In 1950 he became 
sales manager of the division. 

Ellsworth joined Stanley as a sales 
trainee in 1929. Since 1950 he has 
been assistant sales manager. 


Billings Names Ass't S.M. 


Robert E. Sadler has been appoint- 
ed assistant sales manager of the tool 
division of the Billings and Spencer 
Company. He was formerly manager 
of the Industrial Supply Division of 
L. L. Ensworth & Sons, Hartford, 
Conn. 


Rep for Milwaukee Valve 


Walter Ellingboe, formerly general 
sales manager, has been appointed 
representative for the Milwaukee 
Valve Company covering Wisconsin, 
Northern Michigan and Eastern Iowa. 


Fairbanks Assigns S.M. 


LOS ANGELES—James G. Graham 
has been assigned to the post of man- 
ager of Fairbanks, Morse & Co. sales 
and service branch here effective 
Jan. 1. 


FEBRUARY 1958 





GROWING FAST—The staff (above) of allied Western Distributors, Inc., has 


: 


grown from three to 52 during the last 10 years. There are 20 salesmen cover- 
ing territories throughout the 11 Western States, Alaska, and Hawaii. The 
staff is shown together at their annual sales meeting in San Francisco. Allied 
is a wholesaler of kitchen gadgets, bar gadgets and barbecue accessories. 
Seated, from left, are John Brantman, vice president and sales manager, 
southern district; W. G. MacDonald; H. George Maier, assistant to the presi- 
dent; Ernest Barnass, Austin Puett, Frank Kendall and Robert Vogel. Second 
row, W. T. Brantman, president; B. B. Davis, promotion manager; Charles 
Evans, Robert Morrison, Dave Davis, Ben Creveling and Ernest Robertson. 
Third row, Al Mack, purchasing agent; James Todd, James Gibson, Fred 
Storey, Gordon Lease, Chet Gibson, Edward Baker and Harold Olson. 


4th Store Opened by Byde 


FRESNO—The Walter Byde Com- 
pany, hardware and housewares, 
opened its fourth store here in mid- 
November in the Manchester Shop- 
ping Center. Frank Freeman, who 
has been with the firm 10 years, was 
named manager of the new store. 

The new branch comprises an area 
of approximately 3000 square feet 
with a mezzanine at the rear extend- 
ing toward the front part on each side 
adding some additional area. Fixtures 
are designed, both tables and shelves, 
to provide display space on top or on 
several levels with basis being used 
for storage, thus utilizing almost the 
entire store for sales space. A com- 
bination of fluorescent interior light- 
ing with strategically located spots 
and floods gives the interior ample 
lighting. The front is made up en- 
tirely of plate glass, including the 
heavy glass front doors. 

Byde’s was founded 25 years ago 
by Walter P. Byde, now president of 
the company. His son, Norman P. 
Byde, is vice president and general 
manager of the business. 


Stanley Creates Post 


Lawrence P. Baker has been ap- 
pointed to the newly created position 
of national accounts manager for 
Magic Door Sales, it was announced 
by John W. Bamert, manager of 
Magic Door Sales, Stanley Hardware, 
division of The Stanley Works. 


Goodenow to Borden in L.A. 


LOS ANGELES—Sylvester Goode- 
now, a salesman for Resinite Indus- 
tries of Santa Barbara, Calif., prior 
to its acquisition by the Borden Com- 
pany’s Chemical Division, has joined 
the Borden organization as West 
Coast sales representative for the di- 
vision’s consumer products depart- 
ment. 

Mr. Goodenow will make his head- 
quarters at Borden’s Los Angeles of- 
fice. He will be responsible for whole- 
saler and dealer sales of the com- 
pany’s line of Elmer’s glues, Resinite 
garden hoses and sprinklers, and 
“Borden’s 38,” a high-nitrogen urea- 
form fertilizer, in Southern Califor- 
nia, Arizona, and New Mexico. 


Ace Names W&B Stone Co. 


SAN FRANCISCO — Ace Products 
Company, Chalfont, Pa., manufactur- 
ers of kitchen and barbecue tools, an- 
nounced the appointment of W. & B. 
Stone Co., here, as sales representa- 
tives in Northern California. 

W. & B. Stone succeeds the Wm. 
P. Horn Company, which was estab- 
lished in 1896. 


Barcalo Names Sales Manager 


James H. Brockway has been ap- 
pointed sales manager of the Barcalo 
Manufacturing Company’s tool divi- 
sion, it was announced by Geoffrey J. 
Letchworth, Jr., vice president. 
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Fred C. Wood Company 
Changes Name 


SAN FRANCISCO—The manufac- 
turing representative firm of Fred C. 
Wood Company has changed its name 
to Bryan and Herbert Co. as of Jan. 
1. The announcement was made by 
the partners, Carleton Bryan and Wil- 
liam Herbert. 


The firm was started in 1944 by 
Fred C. Wood who operated it up 
until the time of his death in Sept. 
1955. Subsequently it was purchased 
by Bryan who was formerly vice 
president and buyer of housewares, 
outdoor furniture, and toys for Max- 
well Hardware, Oakland. 

Herbert joined the firm in July 1956 
and became a partner January 1957. 
The firm represents lines of house- 
wares, electric housewares, and furni- 
ture. 





Jay Van Housen Clark Van Housen Gerald B. Owens 


West Coast Personnel Changes By McKinney's 


SAN FRANCISCO — Jay Van 
Housen, West Coast regional sales 
manager for the McKinney Manu- 
facturing Company and a company 
employee since 1926 retired and was 





succeeded by his son Clark, it was an- 
nounced by William R. Julius, general 
Thorsen Appoints Bening sales manager. McKinney’s West 


OAKLAND — Paul E. Bening has Coast headquarters are located here. 
been appointed sales manager for 
Thorsen Manufacturing Company as 
announced by Lawton Shurtleff, pres- 
ident of the Oakland wrench and 
socket firm. 

Before joining Thorsen, Bening was 
a manufacturers’ agent in Minne- 
apolis. 


The elder Van Housen will con- 
tinue, however, to serve McKinney on 
a consultant basis. A native of Elgin, 
Ill., Van Housen became a traveling 
hardware salesman in 1912 at the age 


of 20. He has resided here since join- 
ing the company. 


Clark Van Housen joined McKinney 
in 1948 as a full time employee but 
prior to that had worked with his 
father for McKinney during vaca- 
tion periods since 1938. 


In another West Coast change, 
Gerald B. Owens, a sales correspon- 
dent for McKinney here, has been 
named sales representative succeed- 
ing Clark Van Housen. Owens will 
cover Northern California and a part 
of Nevada. He joined McKinney in 
1954. 





TRADE CHARACTER WILL GET NAME IN CONTEST 





THIS 1958 FORD RANCHERO WILL GO TO SOME WESTERNER who can 
name the little Alathon 25 pipe character shown with the car. A nation-wide 
contest is being held by the duPont Company, producer of Alathon 25 poly- 
ethylene resin for flexible plastic pipe, and Yardley Plastics Co. of Columbus, 
Ohio, largest user of the resin. Four of these Fords, one for each of four 
regions, will be given as grand prizes along with other valuable prizes. The 
contest opens March 1 and closes midnight, July 31, 1958. Dealers can use one, 
two or three words te name the character. Entry blanks for this “Name Me” 
contest will be enclosed in each shipment of Yardley flexible plastic pipe to 
retail dealers. Dealers may enter as many names as they have blanks during 
the contest. There will be five contest periods (March, April, May, June, and 
July) during which such prizes, as clock radios, blenders, movie cameras, 
matched luggage sets and transistor pocket radios will be given. Contest pro- 
moters suggest that dealers bring their families into the picture to help 
choos the name for the plastic pipe man. 


66 


Builders’ Hardware Meet 
In San Diego In May 


LOS ANGELES—The 13th Annual 
Pacific Coast Regional Builders’ Hard- 
ware Conference will be held at Hotel 
del Coronado near San Diego from 
May 25-28. 

The Conference will be sponsored 
by the Southern California Builders 
Hardware Club. James C. Carroll, vice 
president of the National Builders’ 
Hardware Association, and head of 
the Builders’ Hardware Department 
of Union Hardware & Metal Co., here, 
has been elected general chairman 
of the Conference. 

Ed Hallock of Moss & Hallock, Los 
Angeles, has been selected chairman 
of Public Relations and Publicity. 

It is expected that many manufac- 
turers’ in the builders’ hardware field 
will time their Western trips to coin- 
cide with this Conference. 


Clarke Buys Modern Power 


AZUSA, Calif.—The Clarke Sand- 
ing Machine Company, Muskegon, 
Mich., purchased the Modern Power 
Sweeper Company here as announced 
by Ernest Cooper, president of Clarke. 
Clarke is continuing production at the 
Azusa plant at the present time and 
all orders for both machines and ser- 
vice parts will be handled by Clarke. 
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Boysen 
Appoints 
New V.P. 


Clark 
Wright 


PORTLAND — Clark Wright was 
appointed vice president of the Walter 
N. Boysen Company, Oakland and Los 
Angeles paint manufacturers, with 
distributing warehouses in Seattle, 
Spokane and here, it was announced 
by Walter N. Boysen, president. 

Wright is presently in charge of 
the company’s Pacific Northwest di- 
vision having joined Boysen in 1951. 
The new vice president has had wide 
experience in the paint business, and 
for many years was manager of the 
paint and housewares department of 
Meier and Frank Company here. He 
has served as president of several or- 
ganizations, including the Portland 
Paint, Lacquer and Varnish Associ- 
ation, the Portland Pot and Kettle 
Club, and the Associated Pot and Ket- 
tle Clubs of America. During World 
War II he served as a captain in the 
Army. 


Millers 
Falls 
Appoints 
Sales V.P. 


Arthur E. 
Ackerman 


Arthur E. Ackerman has been ap- 
pointed vice president in charge of 
sales for the Millers Falls Company, 
it was announced by John A. Proven, 
executive vice president. Since 1956, 
Ackerman has been general sales 
manager. 


LAMP SELECTION SIMPLIFIED 
Simplify choosing fluorescent lamps 
for the home with General Electric’s 
Home-Lite available in range of 
shapes and sizes in colorful jackets 
eliminating confusing terms like 
standard, warm, cool, de luxe and 
daylight when purchasing lamps. 
Home-Lite emphasizes warm tones. 
For Details Circle 201 on INQUIRY CARD 


SUBMERSIBLE PUMP OFFERED 

A new, all steel submersible pump 
has been offered to the trade by R. S. 
Corcoran Co. It is completely porta- 
ble and is constructed throughout of 
nickel stainless steel. It can be used 
for emptying swimming pool, or act 
as a sump pump. 

For Details Circle 202 on INQUIRY CARD 
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READY-MEASURED BOXED COILS 








Choose the package 
that suits you best 


TUBBS nore 


packaged to sell the way 
your customers want to buy 





® Measured and marked every 5 feet. 


® Just count and cut — saves selling time 
for small or odd-length orders. 


© Keeps rope clean, eliminates snarls. 
© 4 sizes — 44" — 5/16” — %"— 9" dia. 
® In both Manila and Sisal. 











e Pre-measured 100-ft. connected 
coils — 2 to 7 coils per carton, de- 
pending on rope size. 

@ Sell separately or in combination. 

e4sizes — Y%" — 5/16” — %"” — 
V2" dia. 

e@ In both Manila and Sisal. 









a; By 





















STANDARD COILS 





© Furnished in full and half coils. 

® All sizes and grades available including 
Extra Superior Manila — Rancho Manila — 
Victory Sisal. 











TUBBS SPECIAL PURPOSE ROPES, engineered for 
specific job requirements, are also available — plus 
twisted cotton ropes and a complete line of syn- 
thetics including 

NYLON DACRON POLYETHYLENE 


Whatever your rope needs — check your jobber for 
Tubbs — unsurpassed for quality since 1856. 


TUBBS | 


CORDAGE COMPANY 





Send for free copy of useful, pocket-size booklet, “Selection, 
Use and Care of Rope”, and literature on Tubbs packaged rope. 


For Details Circle 40 on INQUIRY CARD 
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Model 2-S-1 


Sherman rockets ahead in *58 with 
all new Advanced Design Wave Sprin- 
klers. The “New Look” plus exclusive 
“Flik-Quik” Pattern adjustment control gives you 





an unbeatable profit combination for your lawn 
and garden department! 








ANOTHER SHERMAN FIRST! 


New “4-Pac” includes four New Advanced De- 
sign Wave Sprinklers and Eye-Appealing Display! 
Demonstrator Sprinkler included at special low 
price! Ask your jobber for details! 











H. B. SHERMAN MANUFACTURING CO. 
Battle Creek, Michigan 


For Details Circle 47 on INQUIRY CARD 
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New 
Manager 
For Western 
Merchandise 
Mart 


Henry A. 
Adams 





SAN FRANCISCO—Marvin Krat- 
ter, owner of the Western Merchan- 
dise Mart in San Francisco, has an- 
nounced the appointment of Henry A. 
Adams as general manager to succeed 
A. Cameron Ball, who resigned on 
January 15. Adams, who has been 
with the Mart for the past five years 
in the capacities of promotion man- 
ager and business manager, came 
from the management engineering 
field, wherein he had won considerable 
recognition. Frank K. Runyan, asso- 
ciate manager and management con- 
sultant, will continue in that capacity. 

World renowned as a real estate in- 
vestor and developer, Kratter stated 
that he concurred with recent govern- 
ment forecasts indicating the Bay 
Area will be the fastest growing met- 
ropolitan area in the nation during 
the next 15 years. His confidence in 
the future is evidenced by his recent 
purchase of the 45,000 square foot 
plot directly behind the Mart, to pro- 
vide for future expansion needs. A 
merchants and manufacturers club 
atop the Mart overlooking San Fran- 
cisco Bay is also in the planning 
stage. “Under Adams’ young and pro- 
gressive leadership,” Kratter stated, 
“the Mart can look forward to its 
greatest era of activity and growth.” 


Landers 
Appoints 
Sales 
Manager 


Robert E. 
Morrill 





Robert E. Morrill has been ap- 
pointed sales manager of the home 
cleaning equipment division of Land- 
ers, Frary & Clark, it was announced 
by Stanley G. Fisher, vice president 
and general sales manager. 

Previous to his new appointment, 
Morrill was market development man- 
ager of the company’s home clean- 
ing equipment division. 


New S.M. For Dennis 


Jerome Jassenoff, sales promotion 
manager for Dennis Mitchell Indus- 
tries for the last three years, has been 
named sales manager of the recently 
organized housewares division of the 
company, it was announced by Irving 
Berlin, president. 
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Decatur 
Pump S.M. 
Appointed 


Ed M. 
Cahill 


Ed M. Cahill took over as general 
sales manager for Burks Pumps Jan. 
1, it was announced by Arthur W. 
Burks, president of Decatur Pump 
Company. Cahill was formerly gen- 
eral sales manager of A. W. Cash 
Valve Mfg. Corp. for many years. 


Chico Names Western S.M. 


SAN FRANCISCO — Joseph C. 
Givens has been named western re- 
gional sales manager of the Chico 
General Products Corporation, here, it 
was announced by George R. Som- 
mers, president of the appliance man- 
ufacturing firm. Givens will make his 
headquarters here at the company’s 
main offices at 525 Market Street. 


Komp Sales Move 


LOS ANGELES—Kenneth B. Komp 
Sales Company, manufacturers’ rep- 
resentative firm, have moved to their 
new location at 1515 East Olympic 
Blvd., Los Angeles 21, Calif. 


perfect target for 
PROFITS... 


SHARK BRAND 


SWEDISH CHISELS 


SaNAVIK avnce snc. 


Saw & Tool Division 


1702 Nevins Road, Fair Lawn, N. J 





For Details Circle 61 on INQUIRY CARD 
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This ad sold out 
Boontonware s 
Place Setting Promotion 


FOR OVER 3000 DEALERS 


Last year every one of the more than 3,000 dealers who tied 
into Boontonware’s Place Setting Sale with Boontonware’s 
planned advertising and displays, sold out “Sale” stock com- 
pletely and substantially boosted open stock sales. The new 
’58 promotion is bigger and better than ever. Dealers who 
tie in by using the all-new ads and displays are sure to have 
an even greater success. It’s the first of the ’58 series of 
planned sales events for Boontonware Program Dealers that 
mean constant month-in, month-out volume, as those dealers 
who have participated over the past years well know. So this 
year tie in all the way. 


Become a Boontonware Program Dealer! Write for details today. 





finest of all Melamine dinnerware 
For Details Circle 42 on INQUIRY CARD 





Wane BOONTON MOLDING CO, 
Boonton, N. J. 
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‘MAKE MINE 


KLEIN 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers...those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


100 years of service 
to linemen,  electri- 
cions and industry is 
back of this new 
Pocket Tool Guide No. 
100. A copy will be 
sent you upon request, 
without obligation. 





Foreign Distributor 
International Standard Electric Corp. 
New York 


Mathias KLEIN & Sons 
Pg tetabishet 1857) ' — 
McCO CHICAGO 45. ILL 


RMICK ROAD « 





For Details Circle 43 on INQUIRY CARD 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Feb. 28- 
March 9 


March 10-19 


March 20-30 


April 13-17 


April 13-17 


April 13-19 


April 17-21 


April 24- 
May 3 


April 27-30 


May 2-28. 


May 7-17 


May 18-23 


June 22-25 


June 23-26 


July 7-11 


July 20-25 


July 21-25 


July 27-30 


NATIONAL SPORTS & BOAT SHOW at San Francisco 
Cow Palace. (Thomas R. Rooney, Manager, 325 Pacific 
Ave., San Francisco.) 


1958 AMERICAN TOY FAIR, Toy Information Bureau, 
200 Fifth Ave., New York City, Horatio D. Clark, Sect. 


LOS ANGELES DO-IT-YOURSELF SHOW, Pan Pacific 
Auditorium, Los Angeles, Calif. (Ted Bentley, 666 No. 
Roberton, Los Angeles, Calif.) 


SOUTHERN WHOLESALE HARDWARE CONVEN- 
TION, Hotel Roosevelt-Arthur, New Orleans, La. (South- 
ern Wholesale Hardware Assn. T. W. McAllister, Secre- 
tary—SWHA, 814 Metcalf Bldg., Orlando, Fla.) 


SOUTHERN HARDWARE CONVENTION, Hotel Roose- 
velt-Arthur, New Orleans, La. (L. Faubel, 342 Madison 
Ave., New York, N. Y.) 


BRAND NAMES WEEK, Waldorf Astoria, New York 
City. 


SECOND INTERNATIONAL GADGET SHOW, Trade 
Show Bldg., New York, N. Y. (Henry S. Harris, 1123 
Broadway, New York, N. Y.) 


IRHA HARDWARE WEEK, National Retail Hardware 
Association, 964 N. Pennsylvania St., Indianapolis, Ind. 


ANNUAL NATIONAL WINTER SPORTS SHOW, Hotel 
Sheraton-McAlpin, New York, N. Y. (J. Andrews Squires, 
23 East 26th St., New York, N. Y.) 


WESTERN BUILDERS HARDWARE CONFERENCE, 
Hotel Del Coronado, San Diego. (James C. Carroll, Union 
Hardware & Metal Company, 5555 Ferguson Drive, Los 
Angeles, Calif.) 


UNITED STATES WORLD TRADE FAIR, Coliseum, 
New York City (David Jacobson, 120 East 56 St., New 
York, N. Y. 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merch. Mart, San Francisco, Calif. 
(Henry Adams, Western Merch. Mart, 1355 Market 
Street, San Francisco, Calif.) 


ASSOCIATED POT & KETTLE CLUBS OF AMERICA, 
Arrowhead Springs, Hotel & Spa, (George P. Wilcox, 2330 
West Third Street, Los Angeles 5, Calif.) 


FIFTH NATIONAL STORE MODERNIZATION 
SHOW, New York (Exposition Management Corporation, 
51 East 42nd St., New York, James F. Walsh). 


NATIONAL HOUSEWARES SHOW, Atlantic City Audi- 
torium, Atlantic City, N. J. (National Housewares Mfrs. 
Assn., 1140 Merchandise Mart, Chicago, III.) 


CALIFORNIA GIFT SHOW, Ambassador & Biltmore 
Hotels, Brack Shops and Merchandise Mart. (Trade Shows 
Ltd., 672 So. Lafayette Park Place, Los Angeles 57, Calif.) 


WESTERN SUMMER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


AFTM FISHING TACKLE TRADE SHOW, Sherman 
Hotel, Chicago, Ill. (AFTN, 430 Bond Bldg., Washington 
6. D. Go 
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STANLEY CLINIC OFFICIALS who conducted 





educational meetings for 


hardware and lumber dealers during November are standing, from left, Jim 
Conley, Wyoming Hardware; Jack Beyers, Stanley Electric Tools; Paul Manly, 


Wyoming Hardware; Bob Wray, Stanley Hardware and Don 


Stanley Tools. 


Overstrom, 


Wyoming Hardware Stages Clinics 


CASPER, Wyoming—“Highly suc- 
cessful,” was the series of Stanley 
Clinics, educational meetings for 
hardware and lumber dealers recently 
conducted by Wyoming Hardware 
Company, according to Paul Manly, 
vice president of the wholesaler firm 
here. 

With the co-operation of factory 
representatives, two-hour meetings 
were held in five Wyoming cities dur- 
ing the first week in November. 

Sales pointers of new tools and 
slide films of new display ideas were 
covered by Don Overstrom, Stanley 
Tool representative. “Live” demon- 
strations of portable tools were fea- 
tured by Jack Beyers of Stanley Elec- 


tric Tool Division. Bob Wray of 
Stanley Hardware Division discussed 
some of the more technical aspects of 
builders hardware, illustrating his 
talk with mounted samples. 

The sessions started at 7:30 each 
evening followed by a “Dutch Lunch” 
served by the wholesaler. 

Because the distances between 
towns in Wyoming are so great that 
attendance at one central meeting 
would be limited, it was decided to 
“put the show on the road.” The cities 
covered were Cheyenne, Casper, Sher- 
idan, Worland, and Riverton. Repre- 
sentation was had from the bulk of 
the dealer accounts in the area. 


BABES IN ROLE OF PROMOTERS 





PHOTOS OF BABIES catch the eyes of passersby and lead them eventually 
to the dinnerware display at Salinas Hardware, Salinas Calif. Manager of the 
store, Stewart B. Ish agrees with the adage that pictures of babies and pets 
will always attract the public eye. This display, provided by the manufacturers 
of Prolon Dinnerware, caught many eyes, according to Ish, who welcomes 
manufacturers “eye-catchers.” 
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Cal-Dak Names Regional S.M. 


SAN FRANCISCO—Robert (Bob) 
B. McCarty has been named Northern 
California sales manager for the Cal- 
Dak Company as announced by Wil- 
liam E. Faulkner, vice-president, 
sales. He will be headquartered at 
the Western Merchandise Mart where 
the company has just opened an ex- 
hibit space, room 421A. 


Mr. Faulkner also announced that 
the firm would introduce several new 
items during the Winter Market at 
the Mart in their new showroom. 
These include a larger TV tray called 
the “Imperial,” a new and redesigned 
line of hose reels including a combi- 
nation hose reel and cart; new models 
of laundry carts in a completely new 
line of personal hampers made of 





NEW LOCATION of Cal-Dak Show- 
room in the Western Merchandise 
Mart is being pointed out in the pic- 
ture to William Faulkner, (right) 
V. P. and sales manager of Cal-Dak 
Company by Robert McCarty, North- 
ern California sales manager for the 
firm. 


quilted vinyl, and another new line of 
juvenile bed railings. These new lines 
will also be shown at the Pacific 
Southwest Hardware Show at Long 
Beach in February. 


McCarty was formerly Northern 
California member of the Erickson- 
Gruber Corporation, manufacturers’ 
representative firm with headquarters 
in Portland, who represented the Cal- 
Dak line in their territory. Erickson- 
Gruber Corporation will continue to 
represent Cal-Dak in the Pacific 
Northwest States. 


Mr. McCarty first came to San 
Francisco in June 1952 as Northern 
California representative for the Na- 
tional Fnameling and Stamping Com- 
panv. He ioined the Erickson-Gruber 
Corporation in 1956. 


71 











AN EXPERT, Sunnyvale Councilman Fred Boomer, is 
telling the shovelers how to start groundbreaking for the 
new warehouse. From left to right the shovelers are: 
Don Hillhouse, director of Sunnyvale Chamber of Com- 
merce; R. B. Gilmore, Councilman; Frank Pace, and Mayor 
Thomas Ryan. 


SUNNYVALE, Calif. — Early in December ground- 
breaking ceremonies were held here for the new ware- 
house for Pace Sales. Frank Pace, owner, was helped in 
the initial digging by the Mayor, Councilmen and a 
member of the Chamber of Commerce. 

The new building is expected to be occupied by April 
1. It will contain 25,544 feet with an additional 1,000 feet 
in the mezzanine. 

The wholesale hardware firm has been serving the 
area surrounding the lower end of San Francisco Bay and 
the adjacent territory south since 1951. Mr. Pace had 
been in the kitchen cabinet manufacturing business since 






A STEUBEN VASE was presented to wholesalers who 
became members of the $100,000 Pyrex Club for 1957. 
The Club was established by Corning Glass Works to 
honor each distributor whose orders for the year reached 
$100,000. In Southern California the awards were made 
to four wholesalers. In the first picture to the left, E. H. 
McLaughlin, president of Union Hardware & Metal Co. 
(right) is receiving the award from C. D. Hillier, Pyrex 
salesman. Standing in back (I. to r.) C. W. Van Etten, 
Pyrex Western regional sales manager; Francis J. Regan, 
vice-president and director of sales for Union; J. A. 
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1957 MEMBERS FOR $100,000 CLUB IN SO. CALIF. 


THE OFFICE STAFF includes’ (left to right) Pat 
Haumesser, Pat Davis, Phyllis Winstead, and Pace. Photo 
was taken in present quarters in which the firm moved 
in 1952. It is a combination office and display area. New 
office quarters will be much larger and more modern. 


1937. He was in the service for several years and re- 
sumed the cabinet business in 1946. 

At the present, he has four salesmen covering the ter- 
ritory with one sales trainee, Tom Wahl. Tom Dwyer 
covers the southernmost part of the firm’s territory 
around Salinas and Carmel. Paul Averell covers the 
northern part of the pininsula and the San Lorenzo-Hay- 
ward area. Horace Anderson covers San Jose nd ad- 
jacent territory to the south. Glenn Zwiegle covers San 
Jose and the southern end of the Peninsula. 

The foreman of warehouse operations is Albert 
Carvo. 


Celaschi, manager of Pyrex Ware sales: E. H. McLaughlin, 
Jr., vice-president and merchandise manager of Union, 
and W. H. Grant, manager of Union’s housewares de- 
partment. In center picture Weldin R. Read (right) man- 
ager of housewares department California Hardware Co. 
receives award from C. D. Hillier with Van Etten (stand- 
ing left) and Celashi looking on. Picture at right shows 
C. D. Hillier presenting the award to Max Abrams, vice- 
president of United States Hardware & Paper Co. An 
award was also made to Howard Zimmerman, president 
of Wesco Merchandise Co. 
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PRESIDENT R. C. Cole of the North 
Coast Retail Hardware Association, 
Inc. is presenting the first certificate 
in his area to G. Paul Johnson. 





THE FIRST CERTIFICATE issued 
in the California Retail Hardware As- 
sociation territory went to Dale A. 
Adams, of Rio Dell, California. He 
was an honor student. 


First Western Hardware Graduates 


Two Western hardware retailers 
were the first in their respective as- 
sociation territories to receive Certifi- 
cates of Completion for the Advanced 
Course in hardware retailing spon- 
sored by the National Retail Hard- 
ware Association. 

G. Paul Johnson, Fisher Bros. Co., 
Astoria, Oregon was the first gradu- 
ate in the North Coast area which in- 
cludes the Western slopes of Oregon 
and Washington. He was an honor 


graduate with an average grade of 
86.8. 

Dale A. Adams was the first to 
complete the course from the Califor- 
nia Retail Hardware Association area. 
He also was an honor student re- 
ceiving a grade over 85%. He is the 
first of more than 200 retailers taking 
the course in Northern California. 

The course is divided into two 
parts. The first covers four subjects 
on management and the balance 
covers 12 product knowledge subjects. 








$595 Retail 


HERE'S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette— a com- 
bination smooth-flow tip and drinking foun- 
tain. Flip the lever, and up spurts a handy 
drinking bubbler stream. Flip it again, and it 
acts as a smooth-flow tip. Screws easily onto 
most standard aerator home faucets.* An at- 
tractive display carton catches the shopper's 
eye —a short message sells the Fountainette. 
And, best of all, it’s made by HAWS. . . recog- 
nized leader in drinking facilities since 1909. 


* by American Standard, Chicago, Crane, 
Price-Pfister, Repcal, etc 





LOW COST ATTACHMENT | 
CONVERTS HOME FAUCETS | 
INTO DRINKING FOUNTAINS | 






Xe 





Flip the lever... and drink! 





Write for 
illustrated 





DRINKING FAUCET COMPANY 





information sheets. 






1439 FOURTH STREET * BERKELEY 10, CALIFORNIA 
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HACK SAW 
ray “HS 


Better to Sell because 
your customers know 
they’re Better to Buy 


Now is the time to check your 
stock of quality-made Victor 
Hack Saw Blades. Backed by 
consistent advertising, the full 
line offers your customers a blade 
for every metal cutting need. 

Special Flexible or Flexible 
The perfect blade for the boom- 
ing “do-it-yourself” market in 
your selling area. Economically 
priced. 

Moly® High Speed Steel 
A top quality blade that outlasts 
standard high speed blades by 
10 to 1. Easy to sell to those 
customers who want a long-last- 
ing blade at the right price. 




































Here’s an “extra” item to boost 
the size of each sale. Blade 
changing is easy . . . automatic 
tensioning makes cutting easier 
by holding blade correctly. 





your customers a complete as- 
sortment of Victor Blades. No. 
166 features 10 “Molyflex” 
blades. No. 45 offers assortment 
of 3 Special Flexible Blades. 
Order them both and let them 
do your selling for you. 


\ VICTOR & 


Dh) MENT 






akc ee 
zz oy ZED 
# = 


7A Berner Flake @) 


Sold Only Through Recognized Distributors 


Ask your Victor Distrib- 
vtor for a supply of 
NEW Metal Cutting 


Booklets and Wall Charts. 


@ 4737 


VICT@R 


VICTOR SAW WORKS, INC, 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hacksaw 
Blades, Frames, and Metal and Wood 
Cutting Band Saw Blades of every type 

and size. 
For Details Circle 45 on INQUIRY CARD 
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Hassco Sold To Lefferdink 

DENVER—Hardware Steel & Sup- 
ply Company, traaing under the short 
name Hassco, Inc., here has announced 
sale of the frm to Allied Colorado 
Enterprising Co., of Boulder, Colo. 

Hassco, inc., 1s one of the Rocky 
Mountain area’s oldest and largest 
wholesale hardware firms, and was 
founded here in 1397 as Goldberg 
Bros. It has expanded steadily since 
that time, with offices and principal 
warehouses located at 1745 Wazee 
Street in the downtown Denver dis- 
trict. At the time of the sale, it had 
a payroll of 125 employees, handled 
over 200 top lines and distributed ap- 
proximately 50,000 different items to 
2400 hardware retailers in the Rocky 
Mountain area. The present manage- 
ment will continue to operate Hassco, 
Inc., and follow the general operating 
policies which have been in effect in 
the past, under direction of Allen J. 
Lefferdink, young Colorado financial 
expert who invested one million dol- 
lars in the purchase. 

Mr. Lefferdink immediately an- 
nounced an expansion program and 
this will include additional lines, mod- 
ern equipment and new housing facili- 
ties. 


Marston Starts 
Northwest Agency 


SEATTLE—Ron Marston who has 
been selling the “Rubbermaid” line of 
Wooster Rubber Co. for the last 12 
years in the Northwest has organized 
a direct factory representative firm 
called Ron Marston Co. He will head- 
quarter at 18215 Linden Avenue here. 

Mr. Marston is actually reentering 
the manufacturers’ representative 
field, as he started 13 years ago in 
Seattle and pioneered the sales of 
many lines, including “Rubbermaid,” 
that are well known to the trade to- 
day. He will cover Washington, Ore- 
gon, Idaho, and will extend into Al- 
berta and British Columbia, Canada. 
Regarding the Canadian territory, he 
states, “Canadian business is now a 
major factor to manufacturers’ if they 
would only realize it. The terrific ex- 
pansion in this area through natural 
gas and oil fields has made this a very 
desirable area to cover.” 


Goodrich Engages Ames 


BURBANK, CALIF.—Ames Indus- 
trial Supply Co., 313 N. Victory Blvd., 
has been engaged as West Coast dis- 
tributors for industrial cellular 
rubber products manufactured by B. 
F. Goodrich Sponge Products 





MORE POPULAR 


THAN EVER.. 


in their 
“SERVE 
YOURSELF” 
packet 












Since 1900 







Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 
handle, and the 4 different sizes are more 
quickly identified. For more picture hanger 
sales, stock these 56-year favorites, NOW IN 
TODAY’S MOST MODERN HANGER PACKAGE. 


MOORE PUSH-PIN CO. 





BELONGS ON 
YOUR COUNTER 
The Moore 720B Counter 
Display. 72 Packet ca- 
pacity, yet is only 10%” 
high, with 9” diameter 


base. All metal. Revolves. 
Ask your jobber. 











Viakers of farnous Moore Push-Pins 


113-25 BERKLEY ST. 
For Details Circle 46 on INQUIRY CARD 
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PHILA. 44, PA 


London Show Opens Feb. 24 


The Fourth International Hardware 
Trades Fair opening in London Feb. 
24 and running through Feb. 28 is ex- 
pected to play host to more than 
25,000 buyers from all over the world. 

On display will be the latest ideas 
and achievements from world indus- 
try where buyers can meet manufac- 
turers and other buyers to discuss 
world marxet trends and benefit from 
an international exchange of ideas. 

The show, open to trade buyers 
only, is staged by Universal Exhibi- 
tions Ltd., 74 Holland Park, London 
who are prepared to answer inquiries 
regarding exhibitors, suppliers, ac- 
commodation, and transport facilities 
in Great Britain. 


New Officers Elected By 
So. Cal. Housewares Club 

LOS ANGELES—The Housewares 
Club of Southern California recently 
elected Alvin Samson as president for 
1958. He succeeds Henry Harvey. 
Other officers elected are: vice presi- 
dent, Mark Segal; treasurer, How- 
ard Zimmerman; recording secretary, 
Glenn Line; corresponding secretary, 
Bill McGibbons. New names elected to 
the Board of Governors are: Bernard 
Basch, Stephen Pinner, Jack Smith, 
Lou Eisenberg. 


Father-Son Reps 





SALES REPRESENTATIVES recent- 
ly appointed for Barcalo Manufac- 
turing Company, Buffalo, New York, 
are Maury S. Mittelman (left) and his 
son Joseph of Maury S. Mittelman 
Associates in Los Angeles. The Mittel- 
mans will represent the Barcalo line 
of drop forged hand service tools in 
California, Oregon, Washington, Ari- 
zona and Nevada. 


"BEAUTY TONE HOME LITE’ 


More beauty with the “Beauty Tone 
Home Lite” fluorescent lamps by the 
Westinghouse lamp division is the 
goal of a new line designed especially 
for household use. Produces a light 
flattering to the complexion and 
brings out natural beauty of home 
decorations. Comes in 10 popular 
sizes. 

For Details Circle 203 on INQUIRY CARD 
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SPORTS PROMOTION of the MONTH 


(Scheduled on our calendar, 
page 48, for March 22-April 4) 


Outdoor Fun 


OBJECTIVE—Making your customers aware 
that the outdoors is a vast playground where, 
with the proper equipment, every member of the 
family can have fun, is the purpose of this cam- 
paign. Badminton equipment, golf clubs, croquet 
sets, bicycles, wagons, volleyballs, baseballs, bats 
and gloves, horseshoes, swim fins and aquatic gear 
are among the many items to include. 


WINDOW—This window is simple in its ex- 
ecution and affords you the opportunity to show 
off a variety of sports merchandise you stock. 
Secure a 2” x 2” wooden post centered in the rear 
area of your window. Attach 14” thick pieces of 
plywood shaped on one end the likeness of high- 
way direction markers. Hand letter on each 
marker suggestive phrases associated with the 
sports item displayed—‘“Batter Up,” “Let’s Tee 
Off,” “Last One In Is A ?,” ete., and point the 
markers in the direction where the items are 
displayed. 


ADVERTISING—The theme “This Way To 
Outdoor Fun” is carried throughout your news- 
paper, radio, TV and direct mail advertising. Dis- 
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ay 
| Tw! WAY Te QuTDOOR FUN | 


Lets Tee-Off 

















play in your ads several or all the items you 
plan to carry in your window. Play up outdoor 
fun as something for mom, pop and the kids. 
Check with your community’s recreation director’s 
outdoor fun plans and tie them into your adver- 
tising copy suggesting that sporting equipment 
bought at vour store will help your customers 
have more fun outdoors. 
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The 
COMPLETE 
SPORTS 

EQUIPMENT 











the Big Line with 
Big Dealer Profits 


Pe 






8727 ADMIRAL 
STYLE CAP 


\ 


#327 SNAP-TOGETHER 
(Coast Guerd Approved) 





#216 MOTOR BOAT VEST 
(Coast Guard Approved) 
(Attecheble jeg straps available) 











#612 PLASTISOL 
RING BUOY 


%& A complete line of sports equipment 
High-quality insures repeat sales 
Nationally famous brand name 


#332 EMBOSSED CUSHION 
(Coest Guord Approved) 


All price ranges 

Approved Youth League equipment 
MacGregor golf balls and tennis equipment 
Complete catalog presentation of line 


Quick delivery from wholesaler 


2 > bb ot 


Faster turnover — higher profits 


#467 THE ESKIMO #219 WATER SKIPPER 


Why not send your sales figures up and up. Make Draper- 
Maynard your one brand, complete line of sports equipment. 
Write today for full information, catalogs and name of your 
nearest Draper-Maynard wholesaler. 








ryou can't buy bette--- | Write for 
to save your life free literature 


A 
THE AMERICAN PAD & TEXTILE CO. DRAPER-MAYNARD 
GREENFIELD, OHIO Sports Equipment 


Trenton, N. J . Fairfield, Calif . New Orleans 









In-Canada: Tapatco, Ltd., Magog, Quebec 


4861 Spring Grove Ave. °* Cincinnati 32, Ohio 
For Details Circle 47 on INQUIRY CARD For Details Circle 48 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 








256—FAMILY RUNABOUT made of 
aluminum is 16 feet with a six-foot 
beam capable of handling up to 70 
horsepower in single or twin motor 
installation. Accommodates four to 
six adults. Continuous, molded alumi- 
num keel gives unusual rigidity in 
water.—Mirro Aluminum Company 


/ 





257—K ADDIE WAGON golf cart is 
made of sturdy one-inch aluminum 
tubing with inner sleeve for added 
strength. Wheel assembly folds up 
for easy portability off the course. 
The 12-inch wheels ride on ball bear- 
ings and semi-pneumatic tires are 
puncture-proof.—F. D. Kees Manu- 
facturing Co. 





hina icibiismers 
259—END BOAT MOVING DRUDG- 
ERY with this inexpensive, easy-to- 
assemble kit which builds a dolly for 
moving small boats overland. One 
person can move a boat weighing up 
to 450 pounds with hand dolly quickly. 
Dolly can be put together in 10 or 15 
minutes.—Gleason Corp. 


& 





260—S EMI-AUTOMATIC SLING- 
SHOT with push-button loading and 
dispensing is equipped with a snap-in 
reversible sight, a big capacity maga- 
zine ammunition chamber and a fist- 
fitting grip handle. Includes spare 
sling and pouch unit, targets and in- 
struction chart.—Morton H. Harris, 
Inc. 





262—PROTECT SPORTS EQUIP- 
MENT with Bom-Kote, a colorless 
preservative that seals out moisture 
and resists corrosion, rust and heat. 
Applies to golf clubs, shotguns, rifles, 
pistols, fishing tackle, skis, ice and 
roller skates, ete. Spraying makes 
application easy.—B.0.M. Company 





263—TANGLED UP?—Not if you 
use Jet-Cor, a smooth, taper design 
that is practically tangle free itself, 
but should it occur, it slips the line 
free instantly. Slant the rod tip down, 
pull lightly on the line at the reel or 
even go ahead and cast.—Ideal Fish- 
ing Float Company, Inc. 





258—WIDE VIEW diving and swim- 
ming mask is designed for extreme 
peripheral vision through tempered 
close-to-the-eyes “wide view” lens. 
One-way exhaust valve at end of 
nosepiece makes clearing mask in- 
stantaneous. Mask is constructed of 
black neoprene and foam neoprene.— 
Swimaster 
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261—HIGH STYLING and light- 
weight construction of this outboard 
motor which weighs only 33 pounds is 
ideal for fishing, hunting and family 
fun. Called the 5 BHP Apache, it has 
a range of seven speeds, 360-degree 
swivel action for full forward or re- 
verse operation—Clinton Machine 
Company 


264—TRUE TEMPER spinning reel 
for fresh and salt water has a black 
finish and is heavily chromed to resist 
salt water corrosion. Features fast 
spool change, two-screw take-apart 
for easy cleaning and lubricating, 
strong adjustable drag with oversize 
clutch.—American Tackle and Equip- 
ment Co. 
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265—FIBER-GLASS MENDING 
problems for boat owners are easily 
solved with this specially assembled 
IMCON kit containing all the materi- 
als needed for fiber-glassing and re- 
surfacing boats. Kit is designed to 
meet specific surfacing and refinish- 
ing problems.—Ironside Manufactur- 
ing Co. 





266—MINNOW BUCKET made of 
Polyethylene that resists weathering, 
corrosion and electrolytic attack. Buc- 
ket is light weight, seamless, noise- 
less, odorless, easy to clean, perma- 
nent color fused in, rustproof, and 
won’t break, dent or chip.—Stratton 
& Tersteege Company 





PANEL 88” 


267—“AQUA instru- 
ment panel for electric-start out- 
boards has a 3” speedometer with red 
needle and white numerals and grad- 
uations. Styled in chrome-plated solid 
brass, Aqua Panel is available in 
choice of three speed ranges—5-35, 
5-45, and 10-55 mph.—Ketcham & 
McDougall 
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268—COLOR-METERED monofila- 
ment for spinning and trolling fisher- 
men lets you know exactly how much 
line is out and at what level bait lies. 
Makes for pin-point accuracy in drop- 
ping right where the fish are. Decal 
code attached to rod determines 
length of line.—B. F. Gladding & Co. 





TACKLE, ACCESSORIES and gift 
assortments are included in a color- 
ful, 28-page trade catalog published 
by the South Bend Tackle Company. 
Major changes in South Bend’s new 
rod line are marked by an expanded 
selection of SpinCast Rods and the 
addition of several heavy-duty models 
for both fresh and salt water. Tubular 
glass models for 1958 will feature new 
“luster-smoth” shafts and all rods 
have colorful Guide-Lok winds of 
vinyl coated nylon thread. 

For Details Circle 285 on INQUIRY CARD 


“WHEREVER THEY GO—how- 
ever they fish—there’s Coral King 
line,” is the title of a catalog page 
issued by Sunset Fishing Lines. The 
literature gives all specifications on 
the uniquely-colored Floating Fly 
Line, Monofilament, Nylon Casting, 
Surf-Squidding and Leader Material. 

For Details Circle 286 on INQUIRY CARD 


BOOK—For Sale and Resale 


VITAL GUN LORE is the subject 
of “The New Lucian Cary On Guns,” 
a 144-page, hard bound book pub- 
lished by Arco Publishing Company 
which sells for $2. Contains over 300 
illustrations and deals with such 
chapter headings as Genius Gun De- 
signer, Miracles in Wood, Skeet 
Shooting, Varmint Sniping, Antique 
Arms Dealer, Roll Your Own Ammo, 
Man-Stopping Pistols, The Greatest 
Gun Crank, The Hitch is in the Hol- 
ster, He Hides Guns for Cops, Ele- 
phant Rifles, Gatling Rides Again, 
etc. The book covers the controversy 
“Lever Action vs Bolt Action,” and 
gives the inside story on “Switchable 
Parts.” 

For Details Circle 287 on INQUIRY CARD 


SPORTS FREE LITERATURE 








269—SPECIAL-DESIGN deep narrow 
line spool has enabled Sunset to re- 
package three of its monofilament 
brands in plastic containers. Carol 
King, Satin 66 and Limpy are offered 
in “economy size” utility boxes. — 
Sunset Fishing Lines 





ANNUAL REPORT of the Ouat- 
board Marine Corporation for 1957 
charts the gains in sales and profits 
covering operation for the fiscal year 
to Sept. 30 in a 24-page hard paper 
cover booklet. Included is a chart 
showing annual sales by major prod- 
ucts since 1947. Also discussed is in- 
formation about the company’s oper- 
ations, plants, transportation as well 
as other information of interest to 
stockholders. 

For Details Circle 288 on INQUIRY CARD 
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Glen UMS 


FINE 
FISHING 


TACKLE 


al tel ae re lailatl (ela 
Fishermen and Fish” 





“FINE FISHING TACKLE for Par- 
ticular Fisherman and Fish” is the 
title of this 60-page catalog issued by 
Glen L. Evans. The complete line of 
Evans tackle is illustrated, described 
and arranged for saving time in pur- 
chasing department. Many new lures 
and items of tackle as well as new 
package and merchandising aids are 
displayed. 
For Details Circle 289 on INQUIRY CARD 
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REGAINS WORLD TITLE 





f 


WOMEN’S ALL TACKLE world rec- 
ord set by Amelia Ballance in 1951 
and relinquished in 1953, was recap- 


tured recently at Cape Hatteras, 
North Carolina with the above 63- 
pound channel bass catch. The champ 
landed the record haul using a 
Pflueger Sea King surf reel, 27 pound 
test Pflueger Tarpsail nylon squidding 
line, and a Harnell surf rod using cut 
mullet bait. 





271—SKIN PACK put-up of three 
fishing lines, Hi-Spot fly lines and Hi- 
Spot bait casting line and braided 
bow fishing line are ideal for display 
on Peg-board as well as counter or 
shelf bin. Offers complete dust-proof 
protection with maximum visual dis- 
play.—Gudebrod Bros. Silk Co. 


CLEAR VIEW HOOK REMOVER 


No more injury to fish or fisherman 
with the clear view hook remover that 
allows you to seek the hook, grip it 
firmly with “Hookout’s” sawtooth 
jaws, and retract. Made like a sur- 
geon’s right angle forceps, “Hookout” 
grasp single live bait hooks or mul- 
tiple-hook artificial lures. Made by 
Ardmore Specialties. 

For Details Circle 270 un INQUIRY CARD 


SPORTS CORNER 





CONSERVATION CONTEST 






rs 


KIT FOR H-I CONTEST—Horrocks- 
Ibbotson Co. dealers will receive ex- 
tensive kits (above) for the nation- 
wide H-I Fisherman’s Conservations 
Contest opening this month and con- 
tinuing through April 30. Contestants 
must obtain official blanks at H-I 
dealers. Kits include window stream- 
ers, display cards, and radio, TV and 
newspaper materials. 








A real help TWO GARDEN ITEMS THAT SELL! 


for salespeople 


CHINA & GLASS 


By H. 9. Wilson 





This 56-page booklet reveals sales and merchandising 
ideas for all types of dinnerware, glassware and table 
accessories. It also gives the historical background, man- 
ufacturing methods and window and in-store display 
ideas. 


erage — 
WATER BUBBLER 


The one unique gadget you screw 
on a hose for deep irrigation with- 
out washing. 


Write for Current Price Lists and Sales Folders 
GARDEN PRODUCTS DIVISION 


tTurfgrass(,,})Farm — 4961 E. 22nd — Tucson, Ariz. 


For Details Circle 50 on INQUIRY CARD 





HOSE STAKE 


At last, an answer to damaged 
flower beds and broken hoses. 


Get this excellent sales aid, today. Send 25 cents for 
each booklet to .. . 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3, Calif. 























~ SCREW ANCHORS 


For Details Circle 51 on INQUIRY CARD 


for Free Literature 





Molly Corp., Reading, Pa 


MARSHALLTOWN 








MARSHALLTOWN TROWEL COMPANY «+ 


MARSHALLTOWN, IOWA 
For Details Circle 52 on INQUIRY CARD 
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DALTON BRINGS YOU 


Quality Products 
Competitively Priced 


TO MAKE YOUR 
SPRING SALES BOOM! 


Model No. D-600 


DALTON 



































INDEX TO ADVERTISERS 





hliched 3, 


(This index is 





and net as a part of the advertising contract. 


Ever 


care is taken to index earvouiiy and no allowance will be made for errors or failure to insert 
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Ww ‘ Lewis Bolt & Nut Co. ........ 81 
New, Fast Cutting circled on inquiry card on page 66 
Complete with 3 Different Blades when desiring further information 
and Allen Wrench. $29.95 s 7 
Mod about advertisement. Marshalltown Trowel Co. ...........0565 79 
odel No. D-500 Robert E. Miller & Co., Inc. ............ 82 
‘DALTON Moline Iron Works .......ceeeeesseeeees 56 
A Molly Corporation ......cscee0. 79 
Pat. Portable Electric : ASS Sg os 
Pend. JIG SAW Amerace Corp., Supplex Co. Div. ....... 14 Pe Pee OO. 6.66 6c inh ese es ek edes 74 
American Chain & Cable Co., Inc., Penn- 
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* For te eg +l American Pad & Textile Co. ............ 16 ; 
Daneien Mekal oe Wire Oo, «...oxcccsck 2. 84 National Screw & Mfg. Co. ............ 30 
® ae aot ae ‘ween $44.95 American Thermos Products Co. ......... 29 Nicholson File Co. .....-...+++++: ° 
Atlantic Tubing & Rubber Co. .......... 31 
Check These Fast-Selling Features: o 
@ New Square Reciprocating Shaft distributes pres- Ox Fibre Brush Co., Inc. ...... ee 15 
sure evenly over two surfaces of shaft as saw is fed B 
je eae = being perp blade from 
wisting—giving you a clean, true cut. : : . 
© Grip-Switch Handle equipped with Heavy-Duty Bommer Spring Bimge Ce... cncscas 81 P 
— eign Saget pe ay =— control. Boonton Molding Co... ...cescccercecseces 69 P. ' 1 M Di 4 
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© If blade is broken, simply remove stub from shaft The Borden Company, Chemical Div......10-11 can Chain & Cable Co., Ine. (16) 17, 18 
ane put Ge0S plese Back te saw. Plastic Woven Products Co. ............ 21 
The Newest Wrinkle in a Hose Hanger c | H. K. Porter Co., Inc., Disston Div acne ae 
WALL ‘ | Proen Products Co. .....cccccss 49 
New SPEE-DEE TYPE Clarke Sanding Machine Co. edits aeomek: 
! 
GARDEN HOSE HANGER Cleveland Mills Co. Pe irectiaiatais amelie 33 Q 
Colorado Fuel & Iron Cor >. bce . 2 
” ee ee Creneent ‘Tool Co ‘ 9 Quick Manufacturing Co. ....... Third Cover 
@ Saves warehouse space. E Ay ara aS Tolle 
@ Facilitates handling. 
@ Allows dealer to conven- R 
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ori wintow ter resid , | Red Devil Tools . Second Cover 
e —— 100 ft. of hose. F Pat Dalton Manufacturing Co. .............. 80 | eS ee, Pee er err re eee ee 
° oy ar ical tone poe! Pend Diamond Tool & Horseshoe Co. ......... 24° | Russell, Burdsall & Ward Bolt & Nut Co. 4 
with handy handle, Gray enamel finish. is iv., H. K. P Co., ue nets 27 
@ Easy to assemble—bolts and nuts included to put pated Ses. ‘a wd ee a ne 
together. Draper Maynard Co. .... on vosee 16 | Ss 
Write for Price and Delivery | Sandvik Steel Inc., Saw & Tool Div....... 69 
E Schlueter Manufacturing Co. ..... 55 
For Moderate Duty— 4 Scovill Manufacturing Co. ..... rotate.) Ge 
SPEE-+DEE The Eclipse Lawn Mower Co. .. ....22, 23. | H. B. Sherman Manufacturing Co : 68 
Sawhorse Brackets Evans Rule Co. ........ seseceees 19 | Southern Screw Co. .....cccccecsseceees 16 
ith Fb a Nall Hes Strataflo Products, Inc. ........ ae 56 
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DALTON G Tubbs Cordage Company ............. 67 
Fully Mechanical General Logistics Div. of Aeroquip Corp.. 59 The Turfgrass Farms ........ 79 
Sawhorse Legs General Metalware Co. ............... 25 
John H. Graham & Co., Inc. ...........:. 74 U 
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creceber securely. Cross- H American Steel & Wire Co. ..... 2, 34 
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Haws Drinking Faucet Co. ............55 73 U. 8S. Steel Products, Boyco Div........ 2 
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Legs. a $4. 90 finish, Safely Hayes Spray Gun Company ............. 20 
30” withstands . ing Co. 5 
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I Victor Saw Works .......... 73 
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Irwin Auger Bit Company (1) ...Front Cover w 
Dalton Fully-Mechanical Sawhorse Brackets 
Dalton Fold-A-Way Aluminum Ladder Warp Brothers (60) ..........«- Back Cover 
Write for Prices and Details K Weber Showcase & Fixture Co. ......... 1 
Wilshire Manufacturing Co. ............ 81 
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DALTON MFG. CO. 
30 S. Central Ave., St. Louis 5, Mo. 
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BOTH OF YOU WILL LIKE 
y BOLTS 


AND 


NUTS 














RESISTS THE 
EFFECTS OF 





Wright Hardware Cloth is woven 
to the specifications of Commercial 
Standard CS 132-46, issued by the 
U. S. Department of Commerce. This 
precision woven fabric utilizes hard 
drawn wire in place of the custom- 
ary annealed wires, giving strength 
and rigidity. Wrightweld Wire 
Cloth (flat wire selvage) is made 
in 2 x 2, 3 x 3, and 4 x 4. 





Both you and your customers will be pleased with the 
exceptional package and the quality product. 

First because Lewis bolts and nuts are precision built, 
threaded to spinning fit, work better—look better— 
are better. 

Second because the tough colorful carton quickly 
identifies the size and type and “comes up clean and 
bright" even under rough treatment. 

Handling and selling the Lewis line is a pleasure. Ask 
us for details, 


| BOLT & NUT CO. 


G. F. WRIGHT STEEL & WIRE CO. | 504 Malcolm Ave. S.E. 


MINNEAPOLIS, MINNESOTA 





Worcester © Massachusetts 
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| BOMMER 
Another SPECIAL from WILSHIRES Louver Door Gravity Pivots 


eae RR TT Small znd unobtrusive, these 
| Paes a =I gravity pivots for pairs of 
J PROMOTION | | | dwarf louver doors are 
, Ht ||| smooth-acting and fool-proof. 
wo & . | | 


| ||| There is nothing to get out 
| I) of order. The hold-open hinge 
ii will hold the doors open at 
90 degrees in either direc 
tion. When released, the 
doors will close smoothly 
coming to rest at dead center 
every time . . . ideal for en 
trances to dens, play rooms 
home bars, kitchens and din 
|} ing e@reas. 
Low in price, these pivots are 
| available in the usual plated 
| finishes, in prime coat, which 
| 



































Tagged | 
LOW 


| to make you 
EXTRA | 
DOUGH!) ¥ 








? 


can be painted or stained to 





match the color of the door 





5-PC. BRASS 








or trim, in dead black, and 


| 
| 
| 
| 
| aluminum. 


ENSEMBLE in sprayed brass or sprayed 
Ask about Wilshire's extra-special | Ho. HO-1335 
"RED TAG PACKAGES" (With Held-Open) 
Complete with Ad Mats! No. 1335 
(Without Hold-Open) 








Write tor exciting 12-page 
RED TAG CATALOG with the 


hottest values ever offered! 


es BOMMER 


SPRING HINGE CO. INC 
EXECUTIVE OFFICE AND PLANT: LANDRUM, S. C 


MFG. CO. 7 ea Res 


SALES OFFICES & WAREHOUSES*BROOKLYN: 263 CLASSON AVE 
4865 SAN FERNANDO ROAD WEST «+ LOS ANGELES 39, CALIFORNIA CHICAGO: 180 N. WACKER DRIVE 
For Details Circle 56 on INQUIRY CARD For Details Circle 57 on INQUIRY CARD 
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LINES WANTED 


Manufacturers representative wants 
lines of quality to place with Hard- 
ware and Automotive jobbing ac- 
counts in Washington, Oregon, Idaho, 
Montana, Alaska and British Colum- 
bia B. C. Address Box A-904, care 
Hardware World, 1355 Market St., 
San Francisco 3, Calif. 


FOR SALE 
Hardware-General, Sporting Goods in 
Boise Valley. Clean stock. Health rea- 
son for selling. Address Box A-907, 
care Hardware World, 1355 Market 
St., San Francisco 3, Calif. 


LINES WANTED 

Want factory lines of Builders and 
Cabinet Hdwe. Metal Door and Win- 
dows and Hdwe. Tools or allied lines 
for wholesale and jobber trade in Ore- 
gon, Washington and Northern Idaho. 
Exp: 10 yrs. Whsle selling, 1% yrs. 
factory agent. Write F. Hirte, Box 
566, Portland 7, Oregon. 











IT WORKS LIKE MAGIC 


All you have to do, in your 
spare moments (7), is circle the 
number on the JUMBO IN- 
QUIRY CARD (Facing Page 
35) designed especially for the 
ANNUAL WESTERN WHOLE- 
SALERS NEW PRODUCTS 
CATALOG, and mail it postage 
free to “Hardware World.” Like 
magic ... information on any 
advertised item will be for- 
warded to you. It’s just as sim- 
ple as that. ... Circle as you 
read and put us to work. 











Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimam 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 








HARDWARE STORE — S Cen 
Tenn. Ct. Hs. Sq. Grow twn. Estab. 
"41. Net $7,365. $27,500 dwn. Write 
B-9785 
DEPARTMENT STORE—N. CEN. 
ALA. Est. ’47. All name mdse. Gd. 
loc. Hrt. of twn. XInt. oppty. Ask 
$20,000.00. Write B-9818 








HARDWARE STORE—N Cen Ala. 
Indus. Cty 600,000. Also collects 
Utility bills. Unlim oppty. Ask 
$15,000. Write B-9857 


HARDWARE STORE — Cen Ga. 
Same loc. 60 yrs. 15,000 trade area. 


XInt oppty. Ask $27,500. Write 
B-9862 
ELEC TRICAL . APPL IANCES — 


Cen Va. Val franch. Lead’g lines. 
Net $6000. XInt oppty. Xpan. Write 
B-9863 


HARDWARF & APPLIANCE 
STORE, SE TEX. Well estab. Low 
ovrhd. Ideal loctn. XInt. oppty. Ask 
$55,000. Write B-9873 
HARDWARE STORE. SE. GA. 
Long est. Gd. loc’tn. Low ovrhd. 
Ask $40,000. Write B-9904 





DRY GOODS STORE, E. CAN- 
ADA. Gd. loctn. XInt. onnty. Ask 
$ for $ Inv. Write B-43018 





PAINT CO. NE TEX. Mfg. & sale 
of paint. Also linoleum & tile. High 
gross. Ask $38,500 for equity. 
Write B-9889 





HARDWARE STORE, SE TEX. 
Gd. Loctn. Liv. qrtrs if des. Low 
ovrhd. Xlnt oppty. Ask $10,000. 
Write B-9923 





GENERAL STORE — NW Fila. 
Groc. meats, hdwe, clothing, etc. 
Gross $100,000. Incl. Val. RE. 
XInt. poten. Write B-9977 


APPLIANCE STORE—SE Pa. Net 
$9000 Fran. lead’g brands. Bldg. & 
liv. ats. Choice res. sect. Ask $8,- 
500. Bldg. opt. Write B-43001 


HARDWARE & LUMBER CO.— 
CEN MISS. No Comnet. Low ovrhd. 
XInt. oppty. Ask $30,000. Write 
B-9886 


DRUG, VARIETY & HARDWARE 
STORE, E. CENTER. MICH. Well 
estab. growing bus. Fine reput. for 
quality mdse. Unlimited potent. 
stre. eqnt. & fixt. hen cond. stdy. 
client. XInt. loc. Ask $25,000.00. 
Write B-62428 


RUSTNESS MART OF AMERICA 


5723 Melrose Ave., Los Angeles 38, Calif. 








BOOK FOR SALESPEOPLE 


CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each, HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 


LAYOUT SHEET... 
out sheet scaled 4” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 


Graph lay- 








REGULAR— 


7 sizes for every need 


(\ 






£9 OF SLEW, 
on YRE. woe 
ste: 





One set of 4 in a 
3-color box. 12 boxes 
in a 3-color display pre 

SIZES: 12", 4", 7", 4", he", 2", He". 





Ask your saben or write— 







Extra case hardened. Excellent mirror finish, 
plus a heavy nickel plate. 


FURNITURE LEVELER 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—I"" base, 4 on 
card; I'/4,"", 2 on card; 
1',"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


ROBERT E. MILLER & CO., 




















DOMES SILENCE 


FOR ALL WOOD OR METAL FURNITURE. 
INC., 35 Pearl St., New York 4, N. Y. 


one set of a 
card 


JRN iT UR : ¥ IDES 
RUSOER-CUSTIONEDT 


GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 

SIZES AND TYPES 
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The walking rotary mower with... 


E-7 REACH CONTROLS 


and the | 







QUICK MANUFACTURING, INC., 
SPRINGFIELD, OHIO 
The House of Power 














NO. 1 RIDER SELL-PACKED TILLER _ 

The top selling riding mower in 1957 Name it—the Springfield tiller has it. 
is even finer. Springfield offers Push- Choice of two tine styles, both guaran- 
button Height Adjustment, 24” cut, 4 teed for life against breakage, both 
hp. engine, 4 wheel stability, 5 speeds removable without tools. Wheels 
forward and reverse. And extra: A standard equipment, adjustable for 
$10 accessory kit at no added cost. width and balance. 3 hp. engine and 


Quick-Lok clutch. 
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® A PURE 
t POLYETHYLEN 
[\ L SHEETING 
Now in New GAUGES 


New WIDTHS and at 
New Low Prices! 


COVERALL COMES 
IN MoistuRE-PROOF | CLEAR 


for see-through” inspection and quick inven- 
tory of materials. 


Look for > COVERALL COMES 


oa ft. IN SUN-RESISTANT 

” for use where protection against sunlight is 
COVERALL needed in addition to preventing damage from 
moisture. 

















on the edge 








FOR FARM & HOME USE 

<a | % 

| UN in 4 = 

| be, Fo) SPV 
. lite 9- Qa" 

Stack Covers L Drop Cloths | 





WATER-TIGHT 
ROT-PROOF > 
ACID-PROOF Warp's Polyethelene Coverait permanently Sunlight Resistant BLACK Coveratt is 


STAYS FL me solves moisture vapor problems under houses recommended for covering lumber, brick, ye 
LEXIBLE Prevents rotting of joists and sills. Also rec- stone, and construction equipment at [ 46 | 


re) ded for use between Studdings and Uhl) 
AT 6 " by the lumber yard and at construction site 
BELOW ZERO Siding. and between Sheeting and Roofing The BLACK protects materials from , 











Seals Out Moisture Protects Materials Silege Covers Ciiine Comin 











material. CoveRait lasts a lifetime—is in 
expensive. comes in various thicknesses and damage caused by both Sun and Mois | 
widths to 40 feet, for simple, easy installation ture. Warp’s BLACK CoverALt makes an b 








¥ 
>. | = 
ideal, inexpensive tarp Machinery Covers | Seat Covers 





Worp’s COVERALL 
Has Hundreds of Other Uses 





edie » Moitinnts | gecn 100 pr:eeme Feltet Oe ena COMES IN 100 FT. ROLLS) 


e Concrete Covers «© Pond Liners | Down to Convenient Width . t H 
» Irrigation Ditch Liners (Pocked 1 Roll Per Carton} 2 @auge (.002 Thick) | 4 Gauge (.004 Thick) | 6 Gauge (.006 Thick) 


e Plastic Garden Mulch 














Moisture-Proof 3, 4 and 9 Ft. 3, 6, 10%, 12, 14, 16%, 20 | 6, 10%, 12, 14, 16%, 20, 
Clear Widths 24, 28, 32 & 40 Ft. Widths |24, 28, 32 & 40 Ft. Widths 








For current prices, samples, and 


product information on Warp's Sun-Resistant 6, 12, 14, 16%, 20, 24 4, 6, 12, 14, 16%, 20, 


COVERALL, ask your Jobber or BI k 3 Ft. Widths 28, 32 & 40 Ft. Widths |24, 28, 32 & 40 Ft. Widths 
write to Warp Bros., Chicago 51. ols 


Coveratt is Another Quality Plastic Product by Warp Bros. 
Makers of Flex-O-Glass, Glass-O-Net, Wyr-O-Glass & Screen-Glass 


As Well As Other Top Selling Plastic Window Materials 


| CARRIED BY RELIABLE JOBBERS EVERYWHERE 


























